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WANT TO KNOW THE 
FACTS ABOUT 
CHECKERDALE? 


— Purina Checkerdale Dealer Program 
is a definite, practical and profitable 
postwar community development plan that 
is available today. Checkerdale is based 
upon increased service to the farm com- 
munity and can mean an improved com- 
munity agriculture, better local farmers 
and more banking profits. 


You will be interested in Checkerdale 
possibilities for your community we know, 
and the Purina field man can give you the 
Facts. With the Checkerdale Fact Book, 


he can give definite information on — 


Possible Profits « Capital Needed « 
Space and Specialized Equipment 
Required + Labor and Manage- 
ment Involved 


You will want to contact the Purina field 
man serving your territory for this infor- 
mation helpful to your community. If you 
don’t know his name and address, write 
to the Banker’s Service Division. 


PURINA MILLS, St. Louis 2, Mo. 
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Another leading bank using Hammermill Safety 


@ Northwestern National Bank of Minneap- Checks of this great bank are produced on 
olis, affiliated with Northwest Bancorporation, Hammermill Safety. The check shown below 
has been serving banks and bankers since is on Chainline Hammermill Safety with the 
1872. Its home, pictured here, is the largest seal of Northwest Bancorporation as part of 
office building in the Northwest. the surface design. 
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SURPLUS 
DISPOSAL LAW 


REPORTS 


Miia orderly, and effective disposition of war surplus property 
is a problem of vital importance to the business and economic wel- 
fare of the country. 


All manner of products and materials are involved—foodstufts, 
land, buildings, textiles, tools, airplanes, lumber, clothing—the list 
is limitless and the quantities and sums involved staggering. Accord- 
ing to official estimates, the value of surplus stocks to be disposed 
of may reach 112 billion dollars—and all under the provisions and 
requirements of the new Surplus Property Act of 1944, detailed, 
exacting. 


For the information and guidance of everyone concerned with the 
new law, here is a practical, dependable, and comprehensive weekly 
reporter especially designed to help subscribers know exactly what 
to do and how and when and why to do it in complying with the 
new Act. Week after week, each issue will report every significant 
turn and twist of unfolding developments under the law—official 
regulations, rulings, interpretations, court and administrative deci- 
sions, and other related pertinent material. 


Truly, for everyone responsible for the correct solution of the 
thousand-and-one problems almost certain to arise with a law of 
such sweeping coverage, affecting so vast an array of products, 
materials, and properties, a subscription to CCH’s Surplus Disposal 
Law Reports is an investment in security and peace of mind. 


COMMERCE) CLEARING; HOUSE; ING., 


PUBLISHERS OF TOPICAL LAW REPORTS 


NEW YORK 1 CHICAGO 1 WASHINGTON 4 
EMPIRE STATE BLDG. 214 N. MICHIGAN AVE, MUNSEY BLDG, 
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hasnt Trust and ipeiei Bank 
of Peoria 


hris case history, related by a bank 
president with his permission, may be 
the answer for many a banker who has 
asked himself, “Can I build a profitable 
volume of no-minimum-balance check- 
ing accounts?” 


“After we decided to install a Todd 
no-minimum-balance checking account 
system, we knew we had a selling job 
to do. But the co-related advertising, 
merchandising, promotional and sales- 
training help which the Todd Company 
gave us enabled us to open 272 accounts 
in the first six weeks. Six months later 
we had 1000 accounts and in fifteen 
months 1800. 

“Our experience has proved that 
results can be obtained when the no- 
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“PROFIT BY OUR 


EXPERIENCE 
WITH 


NO-MINIMUM-BALANCE 
CHECKING ACCOUNTS” 


THE TODD COMPANY, INC., ROCHESTER 3, NEW YORK 


Please send me your new booklet on No-Minimum-Balance 
Accounts, with su — for analyzing our own situation. 


RE Pe Se PE Re BE ne eR ne Me EN 
BM-11-44 


minimum-balance system itself has 
merchandising qualities and every 
member of a bank staff goes out after 
new accounts, following a sales-training 
period in which tested ideas have been 
driven home.” E. N. Batchelor, Presi- 
dent of Jefferson Trust and Savings 
Bank of Peoria. 

The Todd Company, Inc., has devel- 
oped profitable no-minimum-balance 
services and promotional ideas that get 
and hold business in sizeable volume 
for banks throughout the country. Mail 
the coupon for free booklet that will 
help you decide what steps to take in 
your own case. 


ROCHESTER & NEW YORK 
OFFICES IN ALL 
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THE CHASE 
NATIONAL BANK 


OF THE CITY OF NEW YORK 


STATEMENT OF CONDITION, SEPTEMBER 30, 1944 


RESOURCES 


Cash and Due from Banks . .. . . » $ 848,832,253.32 

U. S. Government Obligations, direct and fully 
guaranteed . . . . c-e 2 « « « ~« SSS 
State and Municipal Socutisies . . nes ae 109,634,995.15 
Other Securities . . ‘; As 129,265,455.66 
Loans, Discounts and echiind ‘hovapeances a 913,836,757.48 
Accrued Interest Receivable . ...... 9,346,561.26 
Mortgages . . . i. - «ee 6,575,211.47 
Customers’ Acraphence Liability 2 2 ck @ 8,000,775.20 
Stock of Federal Reserve Bank. . . ... . 7,050,000.00 
Banking Houses . . . «wis 2 2 0 eo 35,060,082.16 
Other Real Estate. . . . . . 2. 2. we ee 4,417,943.17 
Other Assets .. fee ee we we eo 1,984,698.79 
$4,675,383,813.87 





LIABILITIES 


Capital Funds: 
Capital Stock ° - $111,000,000.00 
Surplus :.. % » « « « 124,000,000.00 
Undivided Profits » © « « 48,613,239.21 


$ 283,613,239.21 


Reserve for Contingencies . . . . . .« « «+ 10,836,059.52 
Reserve for Taxes, Interest, etc. . . ... - 9,566,062.98 
Deposits. . . c+ ww «<< 3s « SBR Reeeeeee 
Acceptances Outstanding - «+ $ 10,007,718.69 

Less Amount in Portfolio . 1,843,715.80 8,164,002.89 
Liability as Endorser on Acceptances 

and Foreign Bills . . . .. . a 28,422.62 
eee ae a e.% 10,216,474.13 


$4,675,383,813.87 





United States sgn yernment and other securities carried at $830,458,265.00 are pledged 
to secure U. S. Government War Loan Deposits of $659,718,998.41 and other public 
funds ata trust deposits, and for other purposes as required or permitted by law. 


Member Federal Deposit Insurance Corporation 
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DESIGNED TO HELP 
BANKS MAKE MONEY 
BY 


REDUCING EXPENSES 
INCREASING INCOME 


BANKERS 
MONTHLY 


EDITORIAL AND 
BUSINESS OFFICE 


536 SOUTH CLARK ST. 
CHICAGO 5, ILL. 


Why Don’t You Bankers Correct 
Your Own Check Forms? 


Then We, Your Customers, Would 
Have The Correct Pattern To Follow 


Here, an insurance cashier tells of his eagerness to have his checks 
designed to facilitate the work of banks. But—he observes that 
many checks used by banks are confusing. And he is right. 


HAVE been very much interested 

in the series of articles which 
Bankers Monthly has published in 
an effort to standardize check forms 
with a view toward the greatest ef- 
ficiency in bank handling. As a size- 
able insurance company, we natu- 
rally deal with a great many banks. 
I have seen most of their own check 
designs. Since we find them uni- 
formly designing checks with the 
check number at the upper right- 
hand corner, we, their customers, 
can hardly be expected to design 
checks with the number in some 
other place. Only a strong individ- 
ual reason might induce us to do so. 

When I designed check forms and 
submitted them to banks, they 
adopted the attitude that if there 
was nothing objectionable, they 
would okay them. Seldom does any 
bank take the initiative in suggest- 
ing material changes. 

With many thousands of banks 
and additional thousands of cus- 
tomers to be converted, the desired 
changes might more rapidly be 
brought about if the concerns which 
print checks are persuaded to adopt 
a standard design. They would then 
be in a position to take the initia- 
tive in persuading individual banks 
to redesign their forms as they are 
reordered. 

Then we, the customers, follow- 
ing the bank’s lead, would be more 


By CHARLES E. BALDWIN, Jr. 


Asst. Cashier, State Mutual Life Assurance Co. 
Worcester, Mass. 


likely to automatically adopt a pre- 
ferred type of check. 

I am enclosing a sample check, 
designed some years ago when we 
felt the need to improve our own 
checks. I would be very much inter- 


ested in your suggestions as to what 
improvements toward greater bank- 
ing efficiency might be made, If it 
is only the check number which is 
out of place, that, obviously, could 
easily be changed without incon- 
venience to us, as the checks are 
numbered by the manufacturer. 

I can appreciate that voucher 
checks are at best an inconvenience 
to bankers. They would, however, 





This type of voucher check must be unfolded for indorsement, refolded, and 
unfolded again every time an indorsement must be checked or a bank stamp 
affixed. It is being abandoned by the user, however, after articles in this 
magazine pointed out the serious loss of time experienced by banks being 
forced to handle improperly designed checks. 
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be greatly improved if the indorse- 
ment could be verified without 
opening the check form. If you have 
such a form I would be interested 
in seeing a sample. 

In addition, I am enclosing a sam- 
ple of our regular agency check 
form. While I have no responsibility 
for the design of this particular 
check, I would be interested in any 
suggestions for the improvement of 
its design. 

I trust you will not consider this 
letter in any way critical of your 
efforts. I firmly believe in the de- 
sirability of uniformity in design 
wherever it can be attained. Besides 
asking for such assistance as* you 
can give us, I am giving you my 
own reaction which is that the check 
manufacturers can do more than 
anyone else to bring about the adop- 
tion of a standard design. 


The Editor's Comment 


Reproduced with this article is 
the voucher check sent by Mr. Bald- 
win. It is apparent that this folded 
form causes much delay in banks. 
Note that both on the voucher part 
and on the check part, there are 
warnings that the two must not be 
torn apart. On the check it says: 
“This check void if voucher de- 
tached.” 

Obviously, the payee must indorse 
on the back of the check, not on the 
voucher. He has to unfold the check, 
indorse it, and refold it. Then, when 
it gets to the first bank, every per- 
son who handles it in that bank 
must unfold it and fold it again. 
Anyone checking the indorsement 
must unfold it to see that it is prop- 
erly indorsed and anyone putting 
on the bank’s stamp must reverse 


alae en, Sd rt —o 3 





the fold, put on the bank stamp, 
and then refold it once more. 

This same routine of extra work 
occurs in the second bank that han- 
dles the check, and so on. When a 
company issues many voucher 
checks of this form, it causes a tre- 
mendous amount of extra bank 
work. 


The Customer Wants To 
Cooperate 


It is important to note, however, 
that this company is desirous of 
designing its checks in such a way 
that they will not cause banks ex- 
tra work. 


It would seem that Mr. Baldwin’s 
criticism of bankers who neither 
design their own checks properly, 
nor tell him how to design his 
checks when he goes to them with 
a form which will cause a great 
deal of work, is justified. 


The job of getting rid of trouble- 
some checks is a long one. But the 
sooner each banker starts to work 
on it with his customers, the 
quicker the job will be done. Some 
bankers are beginning to work on 
the customers of other banks, and 
there is no reason why they should 
not do so. If you do not explain to 


(Continued on page 506) 


a RT STEIN 


Seven Reasons Why This Check Caused Extra Work 


A. The name of the bank on 
which the check is drawn should 
be in this position instead of the 
name of the depositor. When the 
transit clerk in a small bank is look- 
ing for the name of the bank to 
which to send the check, she expects 
to find it at the top. 


B. The standard position for the 
amount of the check is at the right- 
hand side and about halfway be- 
tween the bottom and top of the 
check. When it is placed in the mid- 
dle of the check, near the top, it is 
very difficult to find. This is about 
the worst position in which the 
amount could be placed. 


C. If the lister is in doubt as to 
the amount and wishes to read the 
amount in writing, he would not 
expect to find it so high on the 
check. This is a most unusual place 
to write the amount. 
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D. The space in which the transit 
number and the amount of the 
check should be placed is left en- 
tirely blank. There is, therefore, no 
excuse whatever, so far as space is 
concerned, to not have this im- 
portant information where it be- 
longs. 


E. This confusing information 
should be at the left-hand side of 
the check, perhaps the upper left- 
hand corner would be a good place. 


F. The name of the bank should 
be at the top. Then transit clerks 
could find it quickly. 


G. The transit number should 
always be in the upper right-hand 
corner. The check which can be 
handled most rapidly is the one 
with the transit number at the top 
the amount below it, and the name 
of the account and signature below 
that. 


(ON 4 Poe tan ke 2 - eS .™ 
Name of Depositor (A) i i 
t ens’ guememnen, WY. a ee : 
a Pay NO AND #*# ©) $.40 CENTS(B) ‘ 

40/100 DOLLARS *** 
J Way 26, 1941 () 
By HELEN ENGLESBY, 
as % MRS. L. E. DITCH, 3692 ©) 
' 203 ERIE STREET, ’ 
; SOUTH HAVEN, MICH. an oa 
r : ’ 
Name o0f Depositor 
4 FIRST NATIONAL BANK / P 
7-1 CITY. STATE. 17-8 
K uy itis Pat s'OEnT 
= ~ ee Ser: tt —er> >.< >< eee <« a >< -\ = £Oor 
Here is an example of a check that has nothing to commend it. It is used to pay dividends to stockholders in a 
bank holding company. No wonder bank customers complain that bankers themselves have not designed checks 
properly. 
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(ne Idea Earned Over $1,000 


When This Bank Put It To Use 


This bank president used an idea published in Bankers Monthly 
and computed its value to his bank as $200 per month for 
five months. The purpose of Bankers Monthly is to help banks 
make money. This experience should emphasize the fact that 
the ideas on these pages are of money value—if you use them. 


OUR article in the October, 1943 

issue about simplified service 
charges has been worth at least 
$1,000 to us in the last five months. 
Our new service charge is bringing 
us $400 per month compared with 
$200 under the former charge. 

Our old service charge was so 
complicated that it was confusing 
to our own personnel to say noth- 
ing of the impossibility of explain- 
ing it to the public. Beginning in 
March, 1944, we charge ten cents 
each for the first five checks, five 
cents for each additional check paid 
against an account and five cents 
for each out-of-town item depos- 
ited. A credit of ten cents per hun- 
dred is allowed on the minimum 
balance. 

In an analysis of our operations 
for 1943, we found to our surprise 
that it cost seven cents for each 
check handled and three and one- 
half cents for each out-of-town 
item. We have found the demand 
deposits were worth thirteen cents 
per hundred per month, however, 
after allocating our real estate loans 
to our shareholders’ investment 
which we believe is equitable, the 
earnings of our demand deposits 
were exactly ten cents per hundred. 

The Report on Uniform Account 
Analysis prepared for the commer- 
cial banks of Massachusetts, the 
Report of the Committee on Stand- 
ardization of Analysis methods pre- 
pared by the New York Bankers 
Association, Booklet No. 15, Manual 
for Determining-Per-item Cost, and 
Booklet No. 23 on Uniform Account 
Analysis prepared by the American 
Bankers Association were used in 
making our analysis. 

In setting a service charge, we 
believe that it is necessary to take 
into consideration the value of the 
service rendered to the customer. 
If we would set a higher rate, we 
believe it would force many cus- 


November, 1944 


By D. C. WEST 


President, First National Bank, 
Berryville, Arkansas 


tomers to discontinue the use of 
checks which would, due to over- 


head expenses, force our per-item 
cost still higher. 

We do not have a maintenance 
charge. A maintenance charge is 
justified but the charge is more 


(Continued on page 513) 


More Money From Service Charges 


Banks can make more money from service charges by simpli- 
fying the charge schedule; such simplification will also 
better satisfy customers for they will then find it possible 
to audit the charges made for servicing their accounts. 


Based On A Study Of Schedules Used In 22 States 





STUDY of the various service 

charges being made by banks 

in 22 states today, with those 
formerly made, leads to the belief 
that at least three good improve- 
ments have been made in service 
charge schedules recently 

1. Earning credits are allowed 
only on the lowest balance of the 
month, and not on the average bal- 
ance, This, as has been shown, ac- 
tually increases the bank’s earnings 
and requires less analysis time. 

2. Credits not offset by charges 
are not carried over to the next 
month. 

While it does seem more fair to 
the customer to give him credit for 
an excess earning one month when 
the following month's charges are 
computed, it requires extra time 
and extra records in the bank. 

3. A higher uniform check charge 
(such as five cents per check) is 
made on all accounts with no flat 
monthly charge. The larger ac- 
counts benefit from greater credits, 
because of larger free balances. This 
eliminates the special account on 
which no minimum belance is re- 


A Simplified Method Of 
Computing Service Charges 
1. Count ledger entries. 


2. Compute charges at five 
cents per entry. 
. 3. Set down lowest balance. 


4. Compute credit allowance 


because the credits and 


order with all the other accounts in 
the bank. No special ledger is re- 
quired and no confusion arises from 
sorting checks to special books. New 


charges 
be computed mentally No explana- 
tons to customers are needed in 
order to justify differences in 
schedules for accounts of different 
kinds. 


When these three features make 
up the service charge program of a 
bank, the computing cost is greatly 
reduced and the income materially 
increased, yet the customer is better 
satisfied to pay the fee, because he 
can easily understand the charge 
and can audit it when the deduction 
is made from his account. Further- 
more, no-minimum-balance ac- 
counts can be solicited more suc- 
cessfully because every account in 
the bank is a no-minimum-balance 
account 


In explainng this feature, one 
bank says in its advertising: “The 
only cost for all this service is five 
cents per check paid, and five cents 
for each out-of-town (check or 
draft payable in another city) de- 
posited or cashed. No minimum bal- 

ance required, no minimum charge, 
no charge for deposits. 

“Against the cost of handling your 
account, we will allow you a credit 
of .1% per month on the low 
balance in your account during the 
calendar month, in multiples of five 
cents, with a minimum credit of 25 
cents. No notice is sent but you can 
figure your own charges; for ex- 
ample: 

“When .1% of your lowest bal- 
ance for the month, as shown by 


to earn the minimum credit of 25 
cents, you would be charged (@ 5 
cents = check) only 20 cents; 

. fifteen checks paid during 





Z. : 
How To Determine Deposit Income 


And Costs Of Account Activity 


This is the fifth installment of the report of The Research Com- 
mittee of The Texas Bankers Association. It contains a simplified 
method of determining per-item costs which will enable any banker 
to do his own cost accounting. 


BANK derives its loanable 

funds from four sources: its 
own capital account, time deposits, 
demand deposits, and borrowing 
from other banks. The latter source 
can be ignored in this analysis for 
few banks now borrow funds. The 
loanable funds obtained from the 
capital account, time deposits, and 
demand deposits have their own 
characteristics and limitations. 
These factors demand consideration 
in the use of each type of fund. 


Capital Funds 


All capital funds, whether called 
capital, surplus, undivided profits, 
or reserves, are available for lend- 
ing with the exception of that part 
which is actually invested in bank 
quarters, equipment, other real es- 
tate, Federal Reserve Bank stock, 
and miscellaneous assets. These may 
well be called “fixed assets” and all 
of them represent capital which is 
not loanable. 

The stockholder contributed the 
capital funds for the sole purpose of 
fheir being most profitably em- 
ployed, and, therefore, the entire 
loanable part of the capital account 
should be placed in the highest-rate 
and greatest-risk loans or bonds. 


Time Deposits 


Time deposits are those funds 
which the bank is renting on a time 
contract basis and for a fixed rental. 
The bank must maintain a 6% cash 
reserve against these funds and 
must be given a 30-day notice of 
withdrawal thereof. Therefore, the 
bank should keep 94% of all time 


Research Committee, 
Texas Bankers Association 


C. L. Hufsmith, President, First 
National Bank, Palestine, Texas, 
Chairman 

H. G. Webster, President, Citi- 
zens National Bank, Denison, 
Texas 


John F. Austin, Jr., Vice Presi- 
dent, South Texas Commercial 
National Bank, Houston, Texas 


J. H. Meyers, Jr., Asst. Cashier, 
American National Bank, Austin, 
Texas 


Eugene Fish, Vice President 
and Cashier, Royall National 
Bank, Palestine, Texas 


Dr. James C. Dolley, Professor 
of Banking, University of Texas, 
Austin, Texas 


deposits employed in the next high- 
est-rate and greatest-risk loans and 
bonds which have not already been 
allocated to the capital account. 


Demand Deposits 


Demand deposits are the most 
volatile funds in the bank, as any 
or all of them may be withdrawn at 
any time and without notice. There 
may be a difference in type of own- 
ership, such as individual, public, 
federal, and bank, but the character 
of the deposit is the same—all are 
subject to immediate withdrawal. 


Therefore, for the sake of sim- 
plicity, it would be well to treat all 
demand deposits in a similar man- 
ner. (Some banks may find it desir- 
able to give special attention to cer- 
tain federal or public deposits which 
are of a special type.) 

There are legal reserve require- 
ments for demand deposits; an ade- 
quate amount must be kept in the 
till; and it is necessary to keep a 
part on deposit with correspondent 
banks. 

The 1943 operational chart of the 
Eleventh District Federal Reserve 
Bank indicated that its member 
banks had only 52% of their de- 
mand deposits employed. The earn- 
ing assets (loans and bonds) which 
have not been allocated to capital 
account and to time deposits are 
allocated to the demand deposits, 
thereby placing the employed part 
of demand deposits in the highest- 
quality and lowest-yield earning 
assets. 

This method of distribution as- 
sures the placement of the most vol- 
atile funds in‘the most liquid assets, 
the greater risk assets being allo- 
cated to the permanent funds—the 
capital account, which must bear all 
losses due to risk. 

There are three general types of 
earning assets acquired by banks. 
They are: loans, U. S. bonds, and 
other bonds. Analyzing these on a 
risk and yield basis, they break up 
into the following classes: 

A. 1. Higher-risk loans which 
generally bear the higher rate. 

2. Lower-risk loans which 
generally bear the lower rate. 


Has any banker ever included the value of a checking account to a 
depositor as an item on the analysis slip? 
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Schedule No. 1 —How To Divide Expense To Determine 
Per-ltem Cost 


(The figures in each column represent the per cent of the total of the item of expense 
listed at the left, for example, 50% of senior officers’ salaries is charged to loans, 10% to 


bonds, chad to mechanical cost, etc.) 











B. 1. Higher-yield municipal and 
other bonds which are generally of 
longer maturity and lower quality. 

2. Lower-yield municipals and 
other bonds which are generally of 
shorter maturity and higher quality. 

C. 1. Higher-yield U. S. bonds 
which are of longer maturity and 
are subject to the widest market 
variations. 

2. Lower-yield U. S. bonds, 
notes, certificates, and bills which 
are of shorter maturity, subject to 
more narrow market variations, and 
are most liquid. 


Any banker should be able read- 
ily to set up the three types of loan- 
able funds and the three classes of 
earning assets. In order to make a 
proper allocation of earning assets 
to loanable funds, it is necessary to 
start at the top of the foregoing 
list and distribute the A 1 and 2 
assets to the loanable capital ac- 
count, and continue down the list 
until all the loanable capital ac- 
count has been employed. For time 
deposits, start from there and dis- 
tribute assets down the list until 
94% of all time deposits are em- 
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| DEPOSITS. 
Class of Mechanical! Amount- | Account 
Expense | Looms a Costs Costs | Activity: 
Salaries: A | _&B C eR E 
Senior Officers | so | 10 25 ; 5 as 
Junior Officers | 20 | 5 oe fee ey 
All Others a ee 10 78 
Quarters eh SS ae 35 42 
Fixtures & | | 
Equipment Bt Sa 17 10 | 65 
Advertising | 20 | 80 
Stationery a 10 rr %% 
Postage | 17 3 80 
Interest Paid on | 
Borrowings 40 | 60 
Exchange Paid | 100 
_ Insurance Premiums | 100 
Examination Fees | 100 
Directors’ and | 
Committees’Fees _ 15 | 5 80 
Contributions & 
Expenses 50 as 
Recording Fees | 100 f/f | 
Attorney and | 
Legal Fees | 75 10 15 
Miscellaneous | 
Expense . oad | 20 » Sie. oe 15 ake’ we 55 
TOTALS | $A | $B $C $D $E 


ployed. The remaining assets are 
allocated to demand deposits. 

In making this allocation, it is not 
necessary to handle or review all 
loans and bonds. Suppose capital 
takes all but $50,000 of loans. Then 
it is necessary only to pick out that 
amount of the lowest rate loans, 
allocate them to time deposits and 
determine the interest rate on that 
$50,000 group of loans. 

If there is a split in a particular 
class of assets between time and de- 
mand deposits, follow the same pro- 


cedure, reviewing the smaller part 
of the split and determining the in- 
terest rate on it. 


A Simplified Method Of 
Determining Costs Of Demand 
Deposits And Account Activity 


A major handicap faced by Texas 
banks, especially by the country 
banks, has been the lack of definite 
knowledge of the cost of perform- 
ing each of the many financial 
transactions which the bank sup- 
plies. 

A reasonably accurate knowledge 
of per-item handling costs is essen- 
tial in setting up a proper and prof- 
itable service charge schedule. At 
present, when a banker wishes to 
institute a service charge schedule, 
he usually writes to another banker 
to obtain a copy of his schedule and 
proceeds to adopt it “in toto,” giving 
no consideration as to whether these 
costs and profits fit his own opera- 
tions. To attempt to fix a schedule 
of service charges without knowing 
your own per-item costs and the 
profit element, is to take a step in 
the dark. 


Major Activities Of The Bank 


The bank has five major activities 
for each of which costs should be 
separately computed. These activi- 
ties are: 1. Making and servicing 
loans; 2. making and servicing in- 
vestments; 3. acquiring and, retain- 
ing time deposits; 4. acquiring and 
retaining demand deposits; and 5. 
supplying the need for financial 
transactions. 


Classification Of Expense 


There are five general classes of 
expense and each class is directly 
related to the activity which pro- 
duces the expense. These classes of 
expense are due to: 1. Making and 
servicing loans; 2, making and serv- 
icing investments; 3. acquiring and 
retaining time deposits; 4. acquiring 
and retaining demand deposits, and 
5. supplying the need for financial 
transactions. 








The owners PURPOSE in creating and maintaining a bank 
is to make a profit. Bank Management all too frequently con- 
siders the purpose to be the “giving” of service. 


The purpose of the bank is accomplished by the profitable 
performance of its three primary functions. 

1. Supplying the need for money (loans and securities). 

2. Supplying the need for a safe place for money (deposits 


accounts). 


3. Supplying the need for many types of financial trans- 
actions (transferring funds by checks, collection of out-of-town 


items, drafts, and the like. 






We must know the expense which 
is directly due to each of the five 
major activities. Since this study is 
primarily interested in the analysis 
of demand deposits and account ac- 
tivity, more consideration will be 
given to the discussion of the ex- 
penses arising from these two oper- 
ations. We should have the separate 
cost of making loans and of making 
investments, as well as the expenses 
which arise from the fact that mon- 
ey is on deposit in the bank. 

It has already been shown that 
deposit accounts produce two types 
of expense: Those expenses incurred 
in the obtaining of the account and 
maintaining it on the books are op- 
erations of a mechanical or routine 
nature and have no direct relation 
to the amount of money in the ac- 
count. They include advertising for 
and soliciting accounts, opening 
accounts, passbooks, ledger and 
statement sheets, ledgers and filing 
equipment, and so on. 

The other type of expense is di- 
rectly due to money being on de- 
posit in the bank. Some of the ex- 
penses of this type are: blanket 
bond, F.D.I.C. insurance, examina- 
tion fees, part of director’s fees, con- 
tributions, etc. This type of expense 
is a direct outgrowth of the bank 
being in the deposit business. 





The Two Axioms Of Profit 


1. Wherever there exists a 
need or desire—there lies poten- 
tial profit. 

2. He who supplies the need or 
satisfies the desire is entitled to 
a profit. 


Since each account is analyzed in- 
dividually, and, since the balance 
varies with each account, it is nec- 
essary to determine both the “me- 
chanical” and “amount” cost. 

Since each officer and employee 
devotes part of his time to several 
of the various activities of the bank, 
some method must be employed. for 
the proper distribution of time to 
each activity. The accurate method 
is to “clock” the time. This would be 
somewhat difficult for the average 
banker. A much simpler method is 
to make a reasonable estimate and 
then distribute salaries on that per- 
centage basis. All payroll taxes 
should be added to respective sal- 
aries. 

The simplest and most equitable 
manner in which to treat banking 
quarters and equipment is to assume 
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How Bank Funds Are 
Best Employed 


1. Capital Funds—Invest in the 
highest-rate and greatest - risk 
loans and investments. 


2. Time Deposits—Invest in the 
next highest-rate and greatest- 
risk loans and investments. 


3. Demand Deposits—lInvest in 
the lowest-yield and highest qual- 
ity loans and investments. 


that they are rented on a yearly 
basis. This takes into consideration 
actual value, actual taxes, deprecia- 
tion, repairs, replacements, mainte- 
nance, and profit. 

All insurance premiums due to 
money being on deposit are charged 
to “amount expense” under deposit 
operations. The average bank car- 
ries insurance coverage of less than 
10% of its total assets, which re- 
sults in the stockholders carrying 
the other 90% of the risk. Experi- 
ence shows that losses occur pri- 
marily in the cash account, which 
is one of the assets belonging to the 
demand deposits. 


In Schedule 1, herewith, a sim- 
ple method of dividing all ex- 
pense is shown. Each bank, of 
course, must work out its own 
percentages for, these vary in 
different institutions. 


The total of each column is the 
total expense of each activity. The 
preceding year should be the period 
of analysis, although it would be a 
simple matter to make an analysis 
for any month of the year by taking 
the proper proportion of annual ex- 
penses. By making the analysis as 
of either June 30 or December 31, 
and making use of the earning and 
dividend reports and other opera- 


tional records which are balanced 
and closed on those dates, the work 
could be done with less effort than 
at any other time. Remember that 
the schedule is flexible and if any 
banker believes that the percent- 
ages suggested are not applicable to 
his bank, it is necessary only to sub- 
stitute those which he finds correct 
for his institution. 


Per-Item Costs 


Virtually all per-item cost for- 
mulae require one or more arbitrary 
allocations or distributions in their 
application, and many of the for- 
mulae are based upon the time ele- 
ment, that is, the time required to 
perform each operation. 

The cost of handling an item is 
directly proportional to the time 
required to handle it, and, for this 
reason, the time factor becomes the 
cost factor. 

Since it costs less to handle a 
Clearing House item than any other, 
the cost of this item is taken as the 
unit of cost. Many actual time tests 
have shown that it takes about four 
times as long to handle a check on 
us as it does a Clearing House item. 
Applying this principle and using 
the average time required for each 
type of item, the following schedule 
is presented: 


Schedule 2. Average Relative 
Cost Factors 


Clearing house item 
Check on us 
Deposit ticket 
Transit item 
Cashier’s check and 
bank draft 
Collection item 


1 unit 

4 units 
4 units 
2 units 


10 units 
20 units 


The next step is to determine the 
total number of items of each class 
or type handled during the analysis 
period. If a year is taken as the anal- 
ysis period then the items handled 
for the year must be determined, It 

(Continued on page 514) 





Can You Reconcile These Two Facts? 


Bank Management is actively 
soliciting, in unlimited amounts, 
deposits payable upon demand 
and offers to pay (in “goods”) 
interest thereon at rates from 
1.5% to 3%. 

Bank Management will accept 
only a limited amount of deposits 
payable upon 30 days notice and 
offers to pay only 1% interest 
thereon. 


All too frequently, Bank Man- 
agement endeavors to obtain suf- 
ficient income from supplying the 
need for money (loans and se- 
curities) to cover the cost of per- 
forming its other two functions 
(supplying the need for a safe 
place for money and the need 
for financial transactions). 

This policy results in penaliz- 
ing the borrower for the benefit 
of the depositor. 
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How To Speak Effectively 


VIII. How To Impress Your Audience 


When you have your talk well in mind, according to the rules 
suggested in the preceding installments of this series, your success 
in putting across your ideas will hinge on how well you develop 
the principles of bodily action discussed in this issue. 


ID YOU ever sit in an audience 

and wonder why the speaker 
seemed so marvelously in command 
of the situation—why everybody 
seemed to like him—and then sit in 
an audience where the audience 
was listless and not very much in- 
terested or alert? Did you wonder 
what caused the difference? The 
answer is audience appeal. 

What is this strange power? 

It is the ability to establish a 
common meeting ground between 
the audience and the speaker. That 
is why the first rule of audience 
appeal is to smile. A smile is the 
quickest way to create a feeling of 
friendliness and warmth. 

Overstreet says, “Like begets like, 
smile and people will smile back.” 

Act friendly and you will have a 
friendly reception. A speaker be- 
fore an audience has much the same 
job as a young man courting a girl. 
He must make her like him. First 
impressions are lasting. In public 
speaking, first impressions can make 
or break your talk. 

After the speaker establishes 
contact with the audience he must 
hold it. Contact is essential for re- 
tention of the feeling of unity which 
has painstakingly been developed 
in the earliest stages of the speech. 
Once it wavers, interest centers on 
extraneous details and the speaker’s 
efforts fall on deaf ears. 

Do you remember when a cold 
fog moved lazily across an airport 
while dim figures ran excitedly 
back and forth in the gray dawn; 
when a small silver monoplane 
poised for action waited to sear its 
name in history while lanky Charles 
A. Lindbergh watched for the 
proper moment before taking off? 

One word crackled in the morn- 
ing air CONTACT! Thirty-three 
hours later the young American 
airman landed on Le Bourget field 
near Paris completing the first suc- 
cessful non-stop flight across the 
Atlantic. 
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Four Ways To Create And 
Hold Audience Appeal 


1. Smile 
2. Use eye contact 


3. Create proper impression 


by appropriate personal appear- 
ance 


4. Wait for attention 


It was successfully maintained 
contact in that motor that got Lind- 
bergh across to his destination. Di- 
rect personal contact between you 
and your listeners is necessary for 
your message to get across. Personal 
contact means eye contact. Look 
your listeners directly in the eyes. 
Look at all of them. Look at them 
individually. Look at them all of 
the time. Actually see them. 

The audience looks at you—it 
focuses its attention on you the 
minute you speak your first word. 
Your dress, your demeanor, your 
personal characteristics make an 
instant impression which is re- 
flected in the reception accorded. A 
careless appearance is interpreted 
as an indication of careless prepara- 
tion and the audience records a cor- 
responding attitude. 

Have you ever noticed how some 
speakers always bulge at odd cor- 
ners, pants pockets abused like an 
overstuffed briefcase, pants lacking 
a pressed crease, tie askew, hair 
mussed? And have you also noticed 
how some speakers are always 
smooth and finished in appearance, 
always well turned out. Have you 
felt the difference? 


You, or any speaker, will get the 
amount of respect demanded of the 
audience. If a speaker rushes 
through the introduction of his talk 
and into the body of the material 
he has prepared before the audi- 
ence is ready to listen, he can never 
hope to arouse interest in what he 
has to say. No group can be forced 
to develop an interest if it must it- 
self supply the portions of the ad- 
dress it has not heard. 

Your good speaker waits for 
silence and attention before he be- 
gins. 

A famous oratorio tenor in New 
York has a trick which is very 
effective. He is supposed to sing an 
important solo. It must be impres- 
sive, dynamic, dramatic. The organ 
plays the introduction and he waits 

. waits until the last tone has 
died away . . . waits until there 
is dead silence and all attention is 
focused on him. Then he sings. 

Perhaps you are one of those 
speakers who hurry up to the plat- 
form and begin your “Ladies and 
Genelmun .. .” even before you 
have arrived upon the stage. The 
audience is still unsettled; the 
chairman has barely finished in- 
troducing you; nothing is really 
ready. You are already into your 
third or fourth sentence by the time 
the audience is quiet and you really 
have attention. Your first sentence 
may be the most important one in 
your talk! 

Perhaps you have watched a 
great speaker approach the plat- 
form, calmly, slowly—with dignity. 
you have seen him stand quietly, 
saying nothing, surveying the situ- 
ation, looking into his listeners’ 
eyes. When he begins to speak, he 
has attention! He paused before he 
began. That’s all. Nothing difficult, 
nothing mysterious. Yet hardly 
anything gets attention faster (in 
a reasonable audience situation) 
than dead silence. 

The great problem in learning to 
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speak effectively is to learn control 
of the entire body in such a way as 
to be able to have your body say 
one thing at a time, and not several 
conflicting things. 

The purpose of the study of pos- 
ture, movement, and gesture is not 
to make one’s self conspicuous. be- 
fore others, but to learn how to use 
the entire body as an instrument of 
speech. Entering into the spirit of 
what you are saying will help you 
to use all of your powers; con- 
versely, using all of your powers 
will help you to enter into the spirit 
of what you say. The ultimate aim 
is to develop the ability to use your 
whole body effectively and uncon- 
sciously to support what you say. 

To be convincing, you must ex- 
press yourself from the inside... 
out. Do not start with the gestures, 
with posture, but rather with the 
state of your own mind, your ideas. 
Think through your message until 
you are suffused with it; feel it sin- 
cerely; reveal it through your body, 
poise, gesture, facial expression .. . 
by having all physical expression 
work in unity. 

As an exercise, stand before a 
mirror and make your posture say: 
“T am a great guy.” “I am tired.” 
“T am alert.” “I am timid,” “I am 
discouraged.” Notice that, to have 
your posture really express these 
attitudes, you have to think and 
feel them. The essential point is that 
we have each of us more or less 
habitual posture, more or less 
habitually indifferent control of our 
body ... so that it does not say 
the same thing our words do! Train 
it to be appropriate. 

Your footwork determines your 
posture. Try to maintain a posture 
in keeping with the emotional tone 
of your words. If you feel dignity 
and reserve and semi-withdrawal 
from the audience, you will be 
erect, weight toward your heels, If 
you are driving home a point, de- 
termined to penetrate your listen- 
er’ skins, chances are ten to one 
you will be leaning forward, ges- 
turing vigorously with one or both 
hands. 

Some years ago, I studied voice 
under a master _bass-baritone 
named Carl Guggisberg. Some days 
I sang well, and he would only 
bawl me out a little. Some days I 
sang dully, without animation, 
without a “ring” and he would 
shout: “Vitalize! VITALIZE!” 

Vitamins, breakfast foods, laxa- 
tives, dentrifices and cosmetics are 
sold on the same slogan: “Get PEP.” 
“Be VITAL.” “Feel ALIVE.” 

Perhaps you are one of those 
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Two Billion Loan Rise In Six 
Months Reported In Final 
1944 Blue Book 


Cumulative evidence of the rapid growth in bank re- 
sources and the rising profit potentials is provided 
by the analyses in the new issue of Rand MeNally’s 
Bankers Directory—commonly known as the Blue Book. 


The bankers’ dilemma of record 
breaking deposits and diminishing 
loan outlets has reached a turning 
point reversing the trend toward an 
equalization of the loan and de- 
posit structure. We can draw new 
courage from the fact that bank 
loans went up almost two billion 
dollars, $1,905,154,000 to be exact, 
in the first half of 1944. 

At the same time, deposits went 
up $11,115,663,000 and holdings of 
government securities increased 
$10,188,198,000 to an all time high 
of $76,122,535,000 Comparatively 
small declines were registered in 
other securities and in cash and 
exchange due from other banks. 
Although capital remained substan- 
tially the same during this six 
month period, undivided profits and 
reserves show an increase of $217,- 
303,000. 

For the past two years, the ratio 
between loans and deposits has re- 
mained fairly constant with loans 
equaling approximately 20% of 
deposits. Increases in loan oppor- 
tunities have kept pace with the 
huge increases in deposits. Not since 
December 1924 have loans and de- 
posits come as close to being “equal” 
as they were then. At that time de- 
posits stood at $53,920,744,000 while 


loans and discounts amounted to 
$50,264,392,000. 

These figures are included in 
Rand M€Nally’s Final 1944 Blue 
Book. Other pertinent banking 
statistics indicate the unprecedented 
liquidity of bank assets and the 
stability of the whole banking 
structure. The chart on the opposite 
page, reproduced from the revised 
volume, shows the picture of Amer- 
ican banking in the past 20 years. 

Slight decreases have been regis- 
tered in the number of banks in all 
categories during the past half year. 
The total number of national banks 
decreased from 5,044 to 5,039, of 
state banks and trust companies 
from 9,507 to 9,496, and of private 
banks from 148 to 145. In all, there 
are 14,791 banks left from a first 
of the year total of 14,812—a de- 
crease of 21. 

Although the total number of 
banks has declined, 34 banks have 
acquired assets which place them in 
the $25,000,000 or over class, 195 
banks have gone into the $5,000,- 
000 to $25,000,000 class, and 168 
banks have advanced into the $1,- 
000,000 to $5,000,000 class. On the 
other hand, there are 437 fewer 
banks in the brackets below $1,- 
000,000. Bank resources are getting 
bigger. 


ST a ETE 


people who think of gestures as a 
peculiar business of arm waving 
and hand flapping during the course 
of an old fashioned harangue. The 
old style declamation did much to 
foster this idea in your mind. But 
gesture today is as simple and 
straightforward a thing as the rest 
of your talk ... and as necessary. 

Gestures are used to vitalize, to 
enforce, to illuminate ideas. If they 
are good gestures, they do not call 
attention to themselves, but to the 
idea they help express; they must 
blend in with every other means of 
expression. A gesture is as personal 
as your toothbrush, and must truly 


represent you or the character you 
are portraying. 

There are three general types of 
gestures, corresponding roughly to 
the three basic gesture impulses to 
be observed in infants. The baby 
will gesture either because he wants 
something, because he does not 
want it, or in an unconscious at- 
tempt to dominate his environment. 
Thus we have emphatic gestures, 
descriptive gestures, and suggestive 
gestures. 

The emphatic gestures, such as 
slapping the hands together, shak- 
ing your head, pounding on the 


(Continued on page 510) 
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Customers Deserve To Know 


If Their Checks Are Not Paid At Par 


So far as we know, no non-par banks inform their de- 
positors that an exchange charge will be deducted from 
the checks they write payable to out-of-town payees. 
A few par banks label their checks “Payable at par.” 


OUR suggested form of a non- 

par check, published in June, 
page 260, impresses me as being 
rather practical, even though it is 
not the complete answer to the 
non-par clearance problem. 

I have discussed it with other 
credit men in Dallas, all of whom 
feel that it would be helpful in the 
matter of handling non-par checks 
upon their arrival, facilitating the 
making of the necessary bookkeep- 
ing entries at the outset. Further- 
more, the maker of a check would 
be informed regarding his bank’s 


PAY TO THE 
ORDER OF____ 


practice, which would obviate most 
occasions for correspondence be- 
tween the supplier and the cus- 
tomer of a bank regarding that 
bank’s policy. 

Because of the obvious fairness 
of publicity outlining their policy, 
all non-par banks ought to embrace 
the opportunity to clarify their 
practice in this manner to all con- 
cerned; but they won’t do it, sir! 
They dare not openly admit to their 
customers, much less publicly in- 
form them, that their checks are 
subject to discount if presented to 





to ARLINGTON HEIGHTS NATIONAL BANK 


70-2148 


ARLINGTON HEIGHTS, ILL. 


70-2148 


PAYABLE IN CHICAGO EXCHANGE AT PAR 


If par banks would label their checks “payable at par,” as this bank does, and 
non-par banks would show on every check that exchange will be deducted, sorters 
and transit clerks would save thousands of hours per month. 


any other bank. They fear the light 
as children fear the dark. 

Your proposal is fair and above- 
board, wherefore I predict it will 
“die aborning.”—R. C. Rancier, 
credit manager, Southwestern Drug 
Corporation, Dallas, Texas. 


“Payable At Par” On Par Checks 


To suggest the use of the non-par 
check by non-par banks would cer- 
tainly drive home a point which I 
have tried to make from time to 
time, viz: If, indeed, a check is pay- 
able at par only at the counter of the 
drawee bank, that bank, as a mat- 
ter of simple fairness, should go to 
some pains to acquaint everyone 
concerned with that fact. 

The drawer should be made thor- 
oughly aware of any charges to 
which his payee is going to be sub- 
jected by his (the drawer’s) bank, 
so that he can increase the amount 
of his check accordingly. The payee 
certainly has a right to know just 
what he is accepting in satisfaction 
of the amount due him, so that he 
can accept of reject it, as he sees fit. 

This, as I see it, could only serve 

(Continued on page 507) 
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The Steenth Non-par Bank 0 


Somewhere, Minn. 


Pay to the order of 











|, 


Dollars 


One per cent or more will be deducted from this amount when presented for payment. 


The information on this check would be helpful to banks handling 
difficult it is to train girls to memorize 2500 non-par banks in order to list the checks drawn on those banks so that the exchange may 
be charged to the customer when returns, minus exchange, are received. 
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non-par checks. An officer of a non-par bank does not realize how 
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and see how Recordak can help speed 
the pace of your operations...ease heavy 
postwar pressure 


bpm American industry canturn tocivil- 
ian production again... when the public 
can again buy automobiles, refrigerators, build 
new homes; set enthusiastically to work to 
satisfy their unfilled needs, every department 
in your bank will feel the pressure. 

That is why it’s sound policy to consider now 
the use of Recordak systems . . . to find out just 
how this basic business machine can smooth 
the flow of operations in all departments. 

Just for example, see how Recordak goes to 
work in the Transit Department. Ordinarily, 
an efficient transit operator can manually list 
approximately 400 checks an hour. With Rec- 
ordak, he can list photographically six times as 
many—an average of 2400 an hour. 


And in the Bookkeeping Department, the 
Recordak System of Single Posting handles 
items with photographic speed and accuracy. 
Eliminates clerical duplication. Saves up to 
3314% of the work—to say nothing of 40% in 
machines, 50% in stationery, and 98 in filing 
space. Gives you a better record—a photo- 
graph of every transaction. Your own ingenu- 
ity in applying Recordak’s photographic 
principle to your operations is the only defi- 
nite limit on its usefulness. 

No Recordaks are now available. To insure 
your name being placed high on the delivery 
list when they are available, why not have a 
serious discussion with us on the ways Rec- 
ordak systems can go to work for you... do 
their part in smoothing the road of re-conver- 
sion. Write Recordak Corporation, Subsidiary 
of Eastman Kodak Company, 350 Madison 
Avenue, New York 17, N. Y. 


ORIGINATORS OF MODERN MICROFILMING RECOR D AK 
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By what organizations are “corpora- 
tion bonds” issued? 


a. Corporations; b. Federal government; c. 
Banks; d. Cities, counties, or states. 


Is it proper to leave the keys of 
unrented safe deposit boxes in the 
lock until the box is rented? 


a. Yes, this is a good procedure, then the 
keys do not get mixed; b. This is a dan- 
gerous practice because there is a possibility 
that someone might make a duplicate of 
one of the keys, and later cause the bank 
trouble. 


Which of the following are properly 
called Bills of Exchange? 


a. U. S. Currency; b. Federal Reserve Note; 
ce. Bank Check; d. Post Office money order. 


Ey A U.S. note with a picture of Madi- 
son on it is of what denomination? 
a. $100; b. $500; c. $5,000; d. $1,000. 


A Federal Reserve Note with a pic- 

ture of Jefferson on it is worth how 
much? 

a. $1; 


b. $2; c. $5; d. $10. 


If a depositor handed you two rolls 
of pennies and two rolls of dimes, 
how much would you credit him on the 


cash ticket? 
a. $11; b. $12; c¢. $5; d. $6. 

If you have a counterfeit five dollar 
bill, how would you identify it as a 

counterfeit by examing the portrait of 

Lincoln? 


a. The lines making the portrait are farther 
apart; b. The color of the ink would be 
different; c. The picture would be more 
dull, smudgy, or unnaturally white, and the 
background would be dark with irregular 
broken lines. 


If a person came to your window 

and asked for change for a dollar and 
said that he wanted to get 85 cents out 
of it, what would be the best assortment 
to give him? 

a. Half a dollar, a quarter, two dimes and 


a nickel; b. Half a dollar and five dimes; 
ec. Half a dollar and ten nickels. 


What are “accounts payable”? 


a. Money due to the bank; b. Fees paid 
to correspondent banks for the clearing of 
checks; c. Amounts owed by the bank for 
the purchase of supplies and services. 


If you received a letter from an 

officer of a branch banking system, 
and saw on the letterhead the addresses 
of the various offices, and after the 
officer’s title, you saw the letters “H.O.,” 
to what office would you address your 
reply? 


a. The first office listed; b. The head office: 
ec. To the nearest office. 


sep On a 10-key keyboard, how many 

depressions are necessary to list the 
following numbers; 140.50, 11, 15,705.90? 
b. Three; ec. 


a. Six; 
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Fourteen. 
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One of the following numbers can be 

entered on a multiple-key machine 
with only one depression. Which one is 
it? 

a. 9.21; b. 6.091.03; c. 5,081.03; d. 33.33. 
Only one of the following numbers 

requires two depressions to enter it 
on a multiple-key adding machine. 
Which one is it? 

a. 800.99; b. 1,020.30; c. 4,050.60; d. 134.60. 


If a grain buyer were storing $50,000 

worth of wheat in a boat which was 
to be held in dock over the winter, could 
it be arranged to lend money on the 
grain as collateral? 


a. Yes; b. No; c. He should have a non- 
cancelable order for the grain. 


Which of the following items should 
be found on a_ borrower’s financial 
statement? 
a. Seeds, fertilizers, and supplies; b. Dis- 
tance from highway; c. Amount of grain 
sold last year; d. Value of growing crops. 
In what Federal Reserve District is 
Savannah, Georgia? 
a. 4; &. 6: a Ts d. 8s o<. & 
Who has the final word in deciding 
on the granting of credit? 


a. The loan officer; b. The president; c. 
The cashier; d. The discount committee; 
e. The board of directors. 


A check printed like the one illus- 

trated may be transferred for value 
person to another without endorsement. 
Is this statement true or false? 


a. True; b. False. 


A bookkeeper entered the debit items, 
what else should he have done in 


posting? 
a. Entered credits; b. Picked up old bal- 
ance; c. Entered new balance; d. Can- 
celled Checks. 


If you were told to write a letter to 

the governmental agency which 

guarantees loans on town homes, to 

which of the following would you write? 

a. F.H.A.; b. F.C.A.; c. F.L.B.; d. N.R.A. 
(Answers on page 517) 





Another Banker 
Uses The Quiz 


We have enjoyed greatly your 
Bankers Monthly quiz and would 
like to enter our request for re- 
prints of five copies each, starting 
with the January, 1944, number 
and continuing throughout the year. 
If you will bill us for this, we will 
be glad to send our check in pay- 
ment.—H. L. Gray, cashier, the 
Farmers State Bank of Spring 
Green, Spring Green, Wisconsin. 





Subscriptions To Reprints 
Of The Quiz Page 


While many banks have ordered 
reprints of the Quiz page, so that 
each employee may have one, some, 
no doubt, have hesitated because of 
the small amount involved for each 
issue. Rather than ask any bank 
to remit for the number of reprints 
ordered for any one month, we are 
offering to accept subscriptions for 
a year, payment to be made for the 
entire 12 months about the middle 
of the year. 

For example, if you ordered 20 
copies to be delivered to you each 
month, you would receive a bill 
after about six months, for 12 
months service—in this case, for 
$4.80. 

We can still supply reprints of 
the quizzes published since the first 
of the year. 

We'll be glad to hear from those 
who use this page. 

Address Bankers Monthly, 538 
South Clark Street, Chicago 5, Ill. 


Banks In 27 States. Now 
Use Reprints Of The Quiz 


Many banks are benefiting from 
the distribution of reprints of 
Bankers Monthly Quiz among em- 
ployees and officers. These include 
institutions in 27 states. Quantities 
used vary from 15 to 100. 

By providing each employee with 
a separate quiz sheet, the quiz may 
be graded by an officer and a meet- 
ing may be held if desired, to ex- 
plain in more detail the subjects 
which have been misunderstood 
as indicated by errors in the an- 
swers. Many bankers have reported 
that the use of the quiz reprints 
stimulates, interest in the work em- 
ployees are doing, and encourages 
them to study the phases of bank- 
ing with which they may not as yet 
have had experience. In short, those 
employees using the quiz become 
more useful to the bank. 
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U.S. MARINE CORPS OFFICIAL PHOTO 


The Barrage Balloon is an important defensive 
weapon—highly effective in safeguarding special 
targets against attacks by medium bombers and 
fighter planes. Each of these huge “rubber cows” 
is held captive by a steel cable. Collision with this 
cable promises instant disaster to enemy aircraft. 
» » Barrage Balloons are deployed in a pattern 
which interferes with straight, level bombing runs 
— thus forcing the enemy to heights from which 
accurate bombing is more difficult. Also, when- 
ever possible, the Balloon Barrage is hidden in 
the clouds. This deters the enemy from seeking 
cloud cover—keeps him out in the open where 


he is a better mark for anti-aircraft fire. » » 
La Monte Safety Papers present a forbidding 
obstacle to the counterfeiter and forger. Veteran 
“check artists” know only too well the danger of 
tampering with checks on La Monte Safety Paper. 
And “first offenders” soon discover that any 
attempt at erasure — chemically or mechanically 
on either side of the check —invites immediate 
detection. » » That is why so many of America’s 
leading Lithographers and Printers recommend 
La Monte Safety Paper—and why, for years, it 
has been the choice of outstanding Banks and 
Business Organizations from coast to coast. 


For Samples of La Monte Safety Paper see your Lithographer or Printer—or write us direct. 


A MONTE Safed PAPER 


NEW JERSEY 


We supply many banks and business organizations with 
their own INDIVIDUALLY IDenTiIFIeD Safety Paper. The issuing 


SION AULA: 
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NOTIONAL 
organization’s Trade-Mark is x the paper itself and appears \ . A I 
on both the front and back of the check. Such mnpivipuALizeD . JB 
paper adds to the prestige of your checks — saves sorting . 

time — prevents errors in banks and clearing houses. 


The wavy lines ore @ 
te Monte trade-mark 
~~ = ~~ 
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Payroll Posting Cut In Half 


All payroll records are now made with one writing. The same 
information was formerly made on three separate forms as 
three operations. Now the three forms are filled in at once. 


HE freedom of operation which 

bankers formerly enjoyed has 
quite definitely become a thing of 
the past. Restrictions which impose 
socially desirable controls on indus- 
try have gained sufficient breadth 
of application to include the bank- 
ing profession. We no longer enjoy 
the immunities of tradition. 

The banker, no less than the in- 
dustrialist, has the problem of keep- 
ing proper payroll records. These 
records, since they are to be used as 
the basis of government reports, 
must be accurate and complete. 

At one time, our payroll clerk, in 
order to complete all necessary rec- 
ords, was preparing a payroll sum- 
mary sheet on which all necessary 
information was calculated and tab- 
ulated. That was the first step. 

Step No. 2 involved transcribing 
the information to payroll enve- 
lopes—a repetitive operation which 
somehow seemed unnecessary. 

Step No. 3, which occurred when- 
ever there happened to be time for 
it, found the clerk posting employee 
earnings records—with plenty of 
attendant troubles at quarterly re- 
port time because of transcription 
errors, omissions, and similar diffi- 
culties. 

This operation seemed unneces- 
sary, for we could not help observ- 
ing that the clerk was actually 
posting the same set of figures three 
times. Naturally, errors were made 
in copying. 

The answer suggested itself to us, 
in good time, in the form of a pay- 
roll posting device which made it 
possible for our payroll clerk to 
post all three records simultane- 
ously with a saving in posting time 
of 50%. The device holds the three 
forms in perfect registration and 
transfers impressions by means of 
a moving carbon roll. These forms, 
by the way, remain very much the 
same: payroll summary § sheet, 
which we used before; individual 
earnings record, which we used be- 
fore; and an employee’s statement 
of earnings, which has replaced the 
statement formerly appearing on 
the pay envelope. Substantially, we 
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By CHESTER W. HOYT 


Operations and Personne! Officer, 
Rutherford National Bank, 
Rutherford, New Jersey 


All forms are written at one operation. 


are not doing anything differently 
from the way we did it before. We 
are merely doing it with more con- 
ciseness—and considerable saving 
in time. We do not now post three 
records separately, but one record 
three times—in one writing. 

The Rutherford National Bank 
employs 105 people. One payroll 
clerk, taking time out from other 
duties whenever it becomes avail- 
able, is now able to complete our 
semi-monthly payroll in less than 
three hours! The operation is 
smooth; quarterly reports to state 
and federal agencies are prepared 
without difficulty or delay. Posting 
time has been cut by one-half, and 
the procedure, which because of its 
simplicity, can be left in mid-air 
any time the clerk has to perform 
other duties, helps to make possible 
centralized control by branches or 
departments. Of course, since the 
whole procedure is directed at our 
main office by the Chief Clerk, we 
have absolute control of all salary 
figures and entries. This greatly 
simplifies the actual payroll prepa- 
ration, the maintenance of records, 
and the writing of reports. 

The clerk does all calculating on 
the form-holding device. That is to 
say, the clerk does not prepare fig- 
ures in advance but actually calcu- 
lates earnings and overtime and 
determines deductions and net pay 


as she enters the figures—in one 
writing—on the earnings statement, 
earnings record, and summary 
sheet. By using this process, which 
transfers the information to all 
three records, she can prepare com- 
plete records for 40 employees in 
an hour. 

This system is used by a number 
of local industries employing hun- 
dreds and even thousands of work- 
ers. In adopting it, we have simply 
taken a leaf from the industrialist’s 
book, and we feel eminently satis- 
fied with the results. 


North Dakota Limits 
Exchange Charges 


The State Banking Board of the 
state of North Dakota has an- 
nounced a schedule of exchange 
charges which must not be exceed- 
ed by the 111 non-par banks of 
that state. The schedule reads as 
follows: 

“On items of $1 and under, no 
charge. 

“On items of $1.01 to $10, not to 
exceed five cents per item. 

“On items of $10.01 to $100, not 
to exceed ten cents per item. 

“On each item over $100, not to 
exceed ten cents for each $100 or 
fraction thereof per item, provided 
that the maximum charge for any 
one item shall not exceed $1.” 


John F. Kramer has been ap- 
pointed an assistant cashier of The 
Philadelphia National Bank. Mr. 
Kramer has been associated with 
the bank’s credit department for 
several years. 


Frank K. Houston, president of 
the Chemical Bank & Trust Com- 
pany, has been elected president of 
the Bankers Club of America, suc- 
ceeding William Gage Brady, Jr., 
who was named chairman of the 
Executive Committee 
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The Philadelphia National Bank has been active for many 
years in financing foreign trade, not only in the area it 
immediately serves, but elsewhere as well. Today, with 
restrictions creating severe difficulties, we continue to 
work closely with exporters, importers and others, and 
in addition have actively cooperated with our Government 
in numerous activities. 

We gladly cooperate with other banks throughout the 
country, in handling this profitable and promising business. 


THE PHILADELPHIA 
NATIONAL BANK 


PHILADELPHIA 1, PA. * ORGANIZED 1803 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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insurance needs no ration points. But it has plenty of 


good points you should know about. 


1—Contrary to most commodities, fire insurance rates 
have decreased on an average of 40% since 1914. 


2—A reliable local agent is ever present to give you 
prompt advice and assistance. 


3—Beside the lower cost, You get even more for your 
money now, in broader, simplified policies. 


Having represented the United States Fire Insurance 
Company for many years, I can promise you the most 
considerate cooperation should you have a loss. That is 
when a company proves its worth—as any of your friends 
who’ve had losses will admit.” 


There is a United States Fire Agent in your 
community ever ready to serve. 
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| Why Don’t You Bankers 
Correct Your Own 
Check Forms? 


(Continued from page 492) 


customer why his check 


causes much loss of time, you cer- 


3 | tainly cannot be offended if an- 


other banker writes to him and tells 
him what you should have told 
him long ago. 

The face of the check which Mr. 

Baldwin sent, is not badly ar- 
ranged. The check number is 
| printed by the check printer and is 
| not likely to be confused with the 
| amount which is just below it. The 
date is in the center where it will 
not interfere, and the _ transit 
| number is in the upper right-hand 
| corner. 
In order to illustrate Mr. Bald- 
| win’s criticism of checks issued by 
banks themselves, we have repro- 
duced an actual check which has 
been disguised, but which was is- 
sued by a bank holding company 
as a dividend check. 

At the right-hand end where 
every check handler looks for the 
amount and the transit number, 
there is nothing but blank space. 

The amount is in the center near 
the top. How many errors have 
| been caused by this type of check 
| is hard to say, but they must run 
into the thousands, for thousands of 
these checks are issued. 

Also the figures shown at E are 
| very confusing, for the poor lister 
| examines these figures earnestly in 
| the hope of finding the amount of 
| the check. 
| The editor has talked with check 

manufacturers and some of them 
| complain that it would cost them 
a great deal if the check number 
were moved to the left, due to the 
fact that their plates are made for 
| the check number at the right. 

It would seem quite obvious that 
when check numbers are printed by 
| the manufacturer in red ink, that 
| there would be almost no liklihood 

of the number being confused with 
| the amount. It is when the number 

is written in with ink by the maker 

| of the check that it is sometimes 

_ confused. In other words, it is the 

customer’s pocket check or the 

check issued to the customer who 

| writes only a few checks a month 

| which is most likely to bring about 

| errors because the number of the 

check and the amount are written 

too close together and are too much 
alike. 

However, the check manufactur- 

ers raise this objection only on the 
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basis of cost. They say that, be- | 
cause their plates are made for | 
the numbers at the right, it would 
cost more to print the numbers at 
the other end—and this probably is 
true. However, the slight additional 
cost to the bank (or a customer) for 
a check designed so that no con- 
fusion is likely is far less than the 
cost to the bank which has to 
search for and correct errors caused 
by checks which delay sorters, | 
listers, and transit clerks. 


Customers Deserve To 
Know If Their Checks 
Are Not Paid At Par 


(Continued from page 500) 
as a means of putting the non-par | 
bank on a spot. They wouldn’t re- | 
spond to the suggestion, but it 
might serve to make some of them 
aware of the error of their ways. 

On the other hand, it occurs to | 
me that par banks the country over 
could easily be prevailed upon to 
print on their checks, very clearly 
and legibly, a statement to the 
effect that their checks are payable 
at par. If this practice could be 
made somewhat universal among | 
par banks, that would also serve | 
as a means of putting the non-par 
bank on a spot.—J. H. Peters, presi- 
dent, First National Bank in Love- | 
land, Loveland, Colorado. 

Our correspondent banks have 
never intimated to us that they ELIMINATE DELAYED DISTRI- STOP WASTE OF TIME! Your office 
have any serious difficulty in select- BUTION of mail by getting rid of can’t get going on the day’s new busi- 
ing our checks for exchange antiquated mail-handling facilities. Your ness until incoming mail reaches the 
charges, and we cannot see where mailroom will never keep pace with the desks of your key men. Delayed distribu- 
a line as suggested in the Bankers rush of business just ahead unless it is _ tion can waste plenty of time and money 
Monthly would be any particular geared to handle mail FAST! and slow up your entire office. 
advantage to them. Most bankers | 
suggest that there are already too | 
many lines and entries on checks.— 
H. E. Anderson, cashier, Citizens 
State Bank, Big Lake, Minnesota. 

I would recommend a uniform 
exchange charge by all non-par | 
banks, and see no reason why it | 
would not be alright to have some- 
thing on each check drawn against | 
























OUR mail-handling department is the heart of your office. On it de- 
pends the smooth functioning of every part of your organization. Move 
it out of the ‘“‘woodshed.” Give it the place of importance it deserves so that 
it will handle both incoming and outgoing mail smoothly and speedily. 




































ie GET RID OF THE 4:30 JAM in your PLAN NOW TO MODERNIZE your 
them to indicate the charge.—John mailroom! “Woodshed” mail-handling mailroom—to move it out of the “‘wood- 
Taylor, cashier, Pickett County methods mean missed trains and planes shed”—with U.S. Postal Meter machines 
Bank & Trust Co., Byrdstown, Ten- | for many a letter that hits your mailroom and mail-handling systems. Our specialists 
nessee. | late in the afternoon. Result? Lost business _ will gladly help you plan your postwar 
and good will. mailroom now, without obligation. 












Officers meet borrowers. Tellers Metered Mail Systems . . . Postal and Parcel Post Scales . . . Letter Openers . . . Envelope 
meet depositors. As deposits are the Sealers ... Multipost Stamp Affixers... Mailroom Equipment. (Many units available.) 
foundation of a bank, it is quite | 


essential that every depositor 
should receive a good impression 
of the bank from the teller. Accord- | 

















Branches and Agencies in Principal Cities 





Ee 
ingly, a teller should be pleasant f ‘ J. S. POSTAL METER DIVISION A 
with depositors not only when he | | ee ae Et 
waits upon them, but outside of | ie > nye Rochester 2, New York 
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MACHINES and METH? 
Your ACCOUNTING a 


Monroe Bookkeeping Machine, specially designed for 
bank posting. This one machine does the three vitally 
important bank jobs—Commercial Posting, Interior 
Proof, and Savings Posting. Simple to operate even 
for inexperienced operators. “Velvet Touch” keyboard 
and operating bars speed and ease the work. Complete 
visibility, direct subtraction and automatic totals in all 
registers, front insertion carriage, exact printing align- 
ment, quick program changes. 

Illustrated is the scientifically designed Monroe Bank 
Unit—machine, desk, light, tray and chair “unitized” 
for maximum efficiency. 





“ls that will Help Solve 
ai FIGURING PROBLEMS 


The thousands of banks that use Monroe equipment have far more than the benefits 
of the most modern Calculating, Listing, and Bookeeping Machines. They also have at 
their disposal a complete figuring and accounting service developed over more than 
thirty years . . . access to Monroe shortcut methods that save time and money .. . 
and guaranteed maintenance service through Monroe owned branches everywhere. 

Call at your nearest Monroe Branch, let our representative explain the availability 
of Monroe equipment under existing conditions; let him explain how Monroe short 
cut methods save precious hours. Ask about our Guaranteed Maintenance Plan to 
keep your Monroes in top operating condition. Monroe Calculating Machine Com- 
pany, Inc., Orange, N. J. 


MONROE 


CALCULATING e LISTING e BOOKKEEPING MACHINES 


analysis, figuring inte 

zation, discount, forei 

many other calculations.’ 

their flexibility, and theif ‘Velvet Touch’ 
ease of operation have a them world 


wide dominance. és: 

Photograph at right oll machine, desk, 
chair and lamp “unitized? for maximum 
operating ease and prodmption. 


Machine —avail- 
le carriage, single 


for every banking 
minus bars, Velvet av , 
ting keys, 





DRAWN FROM OFFICIAL 
U. S. MARINE CORPS 
COMBAT PHOTOGRAPH 


— through the surf, the “‘Alligators”’ roar on to 
the enemy beach to disgorge scores of fighting Yanks. 


That’s the first job for “‘Alligators’’ during landing operations. 
But there are other missions to be carried out before rest 
comes to the hardhitting craft. 


The versatile LVT’s evacuate the wounded—tow heavy barges 
—deliver the thousand and one things that are needed to 
hold a hard-won beachhead. 


And in all these operations the “‘Alligators’”’ can be depended 
"upon to turn in a noteworthy performance. “‘Alligators”— 
amphibious tractors—are rugged, well armed, well protected 
—designed to carry American men and arms to Victory, where 
only an “‘Alligator’’ can lead the way. 


At Detroit, Graham-Paige produces the famed ‘‘Alligators,”’ 
as well as precision components for aircraft engines and naval 
torpedoes . . . at Warren, Ohio, its Warren City Manufacturing 
Subsidiary produces LCM-3 landing craft, mechanisms for 
warship engines, and other essential war material. 


BETROET 32 MECHEGCAN 


Subsidiery—WARREN CITY MANUFACTURING COMPANY, Werren, Ohio 











How To Speak Effectively 
(Continued from page 498) 


table, shaking your fist, stamping 
your feet, and the rest, are not only 
characterized by considerable vigor 
of execution, but are intended to 
draw particular attention to what 
is being said. These gestures are 
interpreted by most listeners to 
mean that you are very much in 
earnest about what you are saying 
at the moment, and want them 
particularly to accept or remember 
the ideas that accompany these 
movements. 

The suggestive gestures, while in 
some instances taking much the 
same form as descriptive gestures, 
take in the full range of emphasis 
from very slight to extremely 
vigorous execution. They are essen- 
tially the symbols of emotions and 
ideas you wish to convey. Many 
times, suggestive gestures are en- 
larged to pantomimes or imperso- 
nations for a moment long enough 
to convey the idea. 

Descriptive gestures, which you 
use to help the audience visualize 
the size or shape or location of ob- 
jects or their relative position, to 
make clear the distinctions between 
contrasts or between separate divi- 
sions of your talk, also have a wide 
range of physical activity. However, 
they do not usually reach the ex- 
tremes of vigorous execution that 


| purely emphatic gestures do. 


Naturally, such a break-down as 


| this is made purely for descriptive 
| purposes. In practice, the three 


types often blend into each other, 
just as a right-hand gesture may 
combine with a bodily movement 


| and a facial expression to support 
| the words you are using in a com- 


plete unity of expression. The 
whole thing eventually becomes a 


| semi-unconscious and spontaneous 
| process. 


As an exercise, stand before a 
fairly large mirror, first watching 
your posture to see that it means 


| what you want it to, and then as 


In delivering an address, gestures should 
be used to emphasize, suggest, and describe 
the outstanding points. 
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A speaker's eyes mirror his thoughts. They 
can demand and hold an audience's atten- 
tion if properly used. 


spontaneously as you can, gesture 
to express the following: 

“On the one hand we have a great 
character, and on the other hand, 
an ignominious failure.” 

“T will have no part of it. None!” 

“Give me five minutes of your 
time,.and I will tell you what you 
want to know.” 

“Take that dirty thing out of 
here!” 

“Wait! Stop and consider a mo- 
ment. What has this man to offer? 
Something that we really want? 
Something we can really use? No!” 

Take a couple of minutes each 
day before a mirror and make a 
few gestures just for the feel of the 
thing. Watch your movements and 
see which are pleasing to you. You 
are your own best critic. 

Have you ever had someone give 
you a “dead-fish” handshake? 
Probably all of us have had it hap- 
pen. And what was your reaction 
. . . distaste at least. Gestures can 
be the same way. They can be dead 
fish or live hands, hands that mean 
what they say. 

How would you feel if I walked 
quietly up to you, raised my fist 
over my head, and said in a very 
quiet voice, “Please leave me alone, 
please!”? Sounds a bit ludicrous, 
doesn’t it? Can you imagine Patrick 
Henry saying, “Give me Liberty, or 
give me death!” without making a 
big force gesture of some kind? 
When you have an idea to express, 
and when you want a gesture to 
make it emphatic, use an appropri- 
ate gesture. 

A gesture can be properly made; 
it can be alive; and it can be appro- 
priate. But if it is not sincere, if it 
is not spontaneous, it defeats its 
purpose. 

The eyes have often been called 
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Correspondent Bank 
Service 


A policy of strict adherence to 
sound banking principles has 
brought to this bank correspond- 
ents from every part of the country. 
They find here adequate facilities 
and-competent counsel. 


The bank needing a Chicago corre- 
spondent will find an association 
that should prove pleasant and 


profitable. 


The First National Bank 
of Chicago 


Building with Chicago and the Nation since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


“the windows of the soul.” They 
are powerful means of expression, 
affirming or denying what you say 
with your body and words. They 
often express thoughts and feelings 
which cannot be put irto words. 
The most delicate tissues and 
muscles of the face are those around 
the eyes. Thus it is: not the eye it- 
self, but rather those muscles and 
tissues, which express your emo- 
tions. Entirely apart from “eye 
contact” with your listeners, your 
eyes have a big job to do. For exer- 


cise, make your eyes say: “I’m 
afraid,” “I’m amazed,” “I’m angry,” 
“T really mean this,” “I’m tired,” or 
“T’m sorry.” 

Your second most expressive 
feature is your mouth. No wonder, 
for the lower jaw is just hanging 
by ligaments and muscles attached 
to your head, and you lips have full 
play across its widest opening, The 
important thing is not only to avoid 
a fixed grin or a fixed slit of a 
mouth when speaking, or to avoid 
some mannerism such as talking 
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CAPITAL and MANAGEMENT 


An Important 
Message to Bankers 


As capitalists and industrialists we— 


Buy Outright (For ALL CASH) . . Participate in. . 


Expand or Reorganize Businesses . . 


in any location or field to our liking 


where profit prospects are attractive. 


CRO 


Have you a customer with a 
problem? Does he wish to 
sell out? Or would he like to 
have able associates who 
can take a load off his 
shoulders? Does he want to 
hook up with notably suc- 
cessful management, post- 
war vision and abundant 
capital to make his business 
go places? Has he a sub- 
sidiary that has been neg- 


lected. Do you know of a 
debtor who needs a trans- 
fusion of new blood, modern 
ideas, keen merchandising 
and sound financial support 
and policy? Are you in 
touch with a faltering 
business which proper 
reorganization, realistic 
management and_ expert 
peacetime planning could 
turn profitably? 


As principals we would like to consider the purchase of solvent, well- 
established operating companies or their subsidiaries with at least 
$200,000 assets and regardless of current earnings. We prefer con- 
cerns valued at $500,000 or more. If investigation indicates to us that 
an owner should not sell his business, we will frankly tell him so. Ad- 
dress your inquiry to Chairman of the Board, marked “Confidential.” 


AETNA INDUSTRIAL CORPORATION 


565 Fifth Avenue °* 


New York 17,N. Y. * Plaza 3-7870 


Engaged in the Purchase and Operation of Manufacturing and Retail 


Businesses for the past ten years. 


Capital Available - 


Over $5,000,000. 








out of the corner of your mouth, 
but to make it express the emo- 
tions you feel while you are speak- 
ing. As an exercise, make your 
mouth say: “I’m severe,” “I’m just 
a boob,” or “I’m angry.” 

Your face is constantly saying 
something: see that it says what 
you want it to say! How? There 
are three things you can do to de- 
velop this ability: 

1. Limber up your facial muscles 
daily through exercising them. 
Stretch and relax them. Open your 
mouth as far as it will go and then 
let it relax and shut. Repeat. 

Shut your mouth tightly and 
then relax and let it drop open. 

Smile as widely as you can, 
stretching the corners of. your 
mouth; then relax and let it shut. 

Close your eyes tightly; squeeze 
them shut, relax and let them open. 

Open them wide, stretch, relax 
them and let them almost. close. 
You can go on from here with 
every facial muscle you can find. 


The speaker should remember that facial 


expressions play a major part in creating 
audience reactions. 


2 Read aloud daily, passages of 
prose or poetry, drama or tongue 
twisters. First read through your 
selection exaggerating every syl- 
lable, exaggerating the movement 
of lips, tongue, jaw, eyes, mouth. 
Then read through it aloud the way 
you really mean to say it. Pick 
something that stirs your imagina- 
tion and gives you a chance to get 
a sincere emotion going. 

3. Work in front of a mirror to 
check yourself for sincerity, genu- 
ineness, Don’t put in dramatic 
effects where none are required and 
don’t go dead-pan when you need 
to show feeling. If you will be 
honest with yourself, your mirror 
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will let you know if and when you | 
are showing genuine feeling. 

You may be genuinely interested, | 
deeply appreciative, highly amused, | 
sincerely sympathetic, or possess | 
any of dozens of other feelings. But 
unless your facial expression shows | 
it, your face lies about you and the | 
listener does not know what you | 
really mean to convey. The value 
of a sensitive, expressive face far 
outweighs the value of so-called 
“good looks,” for it will hold the 
attention of an audience, public or 
private indefinitely. 


One Idea Earned Over 
$1,000 When This Bank 
Put It To Use 

(Continued from page 493) 


than it is worth to the small de- 
positor who writes only two or 
three checks per month. Under our 





schedule, the customer who writes 
five or more checks pays the equiv- 
alent of 25 cents maintenance 
charge as we charge ten cents each 
for the first five checks and five 
cents for each additional check. 

Our small accounts are not pay- 
ing their proportional part of the 
costs but, due to overhead ex- 
penses, we are making more by 
having their business than we 
would without it. Practically all 
accounts pay a small charge and 
all accounts where the activity is 
large, pay according to the service 
rendered. 

I asked a successful merchant 
why he spent the time and book- 
keeping necessary in selling blank- 
ets on a lay-away plan whereby 
the customer paid 25 cents a week. 
He said he liked to have these peo- 
ple coming into his store once a 
week for they usually buy some- 
thing else. 

The same principle ide to 
banking. We find that very few of 
our old borrowers leave us for the 
government agencies. The only 
borrowers that we would like to 
have that borrow from the agencies 
are the younger men in the com- 
munity who are not acquainted 
with the bank. We believe it is a 
good idea to have customers com- 
ing into the bank as long as we are 
not losing money on them as they 
are all potential borrowers and 
larger depositors. 

The net earnings of our bank are 
above the average of the banks our 
size in the Eighth Federal Reserve 
district but we do not consider our 
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Field Warehousing 


Warehouse Receipt Loans against Inventory 
A rostwar Plan Available Today 


Some of your present customers ... as well as others 
whose business you'd like to have... will find their 
working capital insufficient for demands of the postwar 
period. Many have inventories that offer sound oppor- 
tunities foday for Warehouse Receipt Loans. Our 
Field Warehouse Service enables you to make these 
loans against inventories stored right on your customers’ 
own premises. 


Where secured loans are required, borrowers like 
our Field Warehouse Service. Our knowledge of stor- 
age methods...simplified inventory control...provision 
for immediate collateralization of goods deposited... 
prompt releases...and reasonable storage charges, are 
features that appeal to them. 


Bankers are partial to New York Terminal’s Field 
Warehouse Service .. . through investigation and suc- 
cessful use of our service they have assured themselves 
of our experience, responsibility and long record of 
valid bailment. An experienced operating executive 
will be glad to call on you and explain the advantages 
of our Field Warehouse Service. 


The booklet “Warehouse Receipts as Collateral” mailed on request 


New York Terminal 
Warehouse Company 


Main Office 25 SOUTH WILLIAM STREET, NEW YORK 4, N.Y. 


Other Offices at Albany, Ga., Atlanta, Boston, Charlotte, Chicago, 
Detroit, Indianapolis, Memphis, Philadelphia, 
Pittsburgh, St. Paul, Syracuse. 


stockholders are receiving a fair 
return on the book value of their 
stock especially when you consider 
they are guaranteeing to the depos- 
itors of our community the safe re- 
turn of their deposits upon demand. 

We are paying 1% on time de- 
posits and refuse to take any time 
deposits from non-customers or 
people outside our trade area. In 
1943, our approximate average 
earnings were 3.38% with net earn- 
ings after loan and investment cost 
of 2.53%. These figures were found 
by using the table of the Massachu- 
setts booklet on Uniform Account 
Analysis. 


The article in Bankers Monthly 
June issue, “Why Do We Neglect 
Stockholders” was one that every 
bank director in the United States 
should read. I want to thank you 
for making Bankers Monthly the 
interesting and valuable magazine 
it is. You are really helping bankers 
in their problem of making money 
while interest rates and loans are 
going down and expenses are rising. 


The metropolitan bank’s advice 
to its correspondent is simply a 
matter of cone business associate 
sharing his experience with an- 
other. 





How To Determine 
Deposit Income And Costs 
Of Account Activity 


(Continued from page 496) 


is not necessary actually to count 
every item for the entire year to 
obtain reasonably accurate results. 
Choose two months which are aver- 
age months such as April and Oc- 
tober. 

It is not necessary actually to 
count every item on the lists cover- 
ing these two months. The shortest 
and most accurate method is to use 
a ruler to measure the lists in inches. 
Multiply the total number of inches 
by the number of items per inch. 


Most machines print six numbers 
per inch. 

If one person will take the record 
book containing the lists of items to 
be counted measure each list or part 
of list, call out that measurement to 
another person to list on an adding 
machine, it will not be a difficult 
task. With a few minutes’ practice, 
a person can call out the inches as 
fast as the other can put them in the 
machine. 

Estimate fractions of an inch in 
tenths: for example, 71% inches is 
7.50 on the adding machine; if it isa 
little over 1014, call it 10.30. When 
the measurement of one type of item 
has been completed, multiply the 
total by six (or the number of items 


Guaranty Trust Company of New York 


Fifth Ave. at 44th St. 


Due from Banks and Bankers 
U. S. Government Obligations 
Loans and Bills Purchased 
yo ee 
Stock of the Federal Reserve Bank 
Other Securities and Obligations . 
Credits Granted on Acceptances 
Accrued Interest and Accounts 

meennanne . 0 «6 
Real Estate Bonds and Mortgages . 


Bank Buildings ‘et te a 
Other Real Estate . . . . 


Total Resources 


LIABILITIES 

-$ 90,000,000.00 
- 170,000,000.00 
-  38,432,083.36 


Capital . . . . . . - 
Surplus Fund ... ec « 
Undivided Profits ° 
Total Capital Funds 
General Contingency Reserve 
re eo ae ae 
Treasurer’s Checks Outstanding 
Total Deposits : 
Acceptances . .. .- « « $ 
Less: Own Acceptances 
Held for Investment . . . 


$ 

Liability as Endorser on Accept- 
ances and Foreign Bills ° 
Foreign Funds Borrowed . . 
Dividend Payable October 2, 
1944 LS Any dee? eae ee 
Items in Transit with Foreign 
Branches and Net Difference 
in Balances between Offices 
Due to Different Statement 
Dates of Foreign Branches . 
Accounts Payable, Reserve for 
Expenses, Taxes, ete. . . 


Total Liabilities 


Securities carried at $721 ,056,117.22 in the above Statement are pledged to qualify for 
fiduciary powers, to secure public moneys as required by law, and for other purposes. 


This Statement includes the resources and liabilities of the English Branches as of 
September 26, 1944, French Branches as of October 31, 1942, and Be! 


October 31, 1941. 


Member Federal Deposit Insurance Cor poration 


140 Broadway 


London: 11 Birchin Lane, E. C. 3; Bush House, W. C. 2 
Condensed Statement of Condition, September 30, 1944 


RESOURCES 
Cash on Hand, in Federal Reserve Bank, and 


. $2,936,621,711.68 


6,436,435.35 


1,946,159.06 


16,539,256.58 


Madison Ave. at 60th St. 


- $  497,108,535.30 
2,074,783,452.70 
604,330,533.99 





112,427,698.17 
9,805,976.19 
876,445.36 


- $3,299,332,641.71 


- $ 298,432,083.36 
34,986,158.84 


» « « « «  2,943,058,147.03 
3,389,919.19 


1,443,760.13 


85,554.00. 
152,550.00 


2,700,000.00 


1,432,732.84 


22,856,252.48 
. $3,299,332,641.71 
———————— 


‘Igian Branch as of 





per inch). The result will be the 
number of items of this type han- 
dled during the period measured. If 
that period was the month of April, 
then multiply that total by six to 
give the total items for the first 
half-year. 

Do the same thing for the month 
of October and multiply the result 
by six to obtain the total items for 
the last half-year. The sum of these 
two will give the total for the year. 

A still shorter method is to choose 
the single month which is an aver- 
age month and then determine the 
items for that month, multiplying 
by 12 to obtain the total for the year. 

This procedure should be followed 
for each of the first four types of 
items listed in Schedule 2. Cashier’s 
checks and bank drafts can be 
counted by taking the difference in 
draft numbers for the year. As for 
the collection items, make an actual 
count for two average months and 
multiply the result by six. It is sur- 
prising how rapidly items can be 
counted in this manner, and any 
error made will be so small that it 
will not affect the final result. 

After determining the total num- 
ber of each type of item handled 
during the year, the following 
schedule should be completed and 
the total obtained therefrom. 


Schedule 3. How To Obtain 
The Unit Cost 


Multiply: 
Clearing items by 1 equals 
Checks on us by 4 equals 
Deposit tickets by 4 equals 
Transit items by 2 equals 
Cashier’s checks by 10 equals 
Collection items by 20 equal 


units 
units 
units 
units 
units 
units 


Annual number of cost units UC 

From Schedule 1 the total cost of 
handling all items for the year was 
found to be $E; therefore, when $E 
is divided by UC, the result will be 
the cost of one unit which should be 
expressed in cents and designated 
as UC¢. 

Going back to Schedule 2,' and 
using this unit cost, this is the tab- 
ulation: 

Average Cost Per Item: 
Clearing item 
Check on us 
Deposit ticket 
Transit item 
Cashier’s check 10uc cents 
Collection item 20uc cents 


The single bank in any commun- 
ity, not having clearing house items, 
should take the transit item as the 
unit of cost; in which case, the aver- 
age cost of checks on us and deposit 
tickets would be two times transit 
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uc cents 
4uc cents 
4uc cents 
2uc cents 





item cost; cashier’s checks and bank 
drafts five times, and collection 
items ten times. 


Determination Of Other Costs 


In order to take full advantage of 
the distribution of expense that has 
been made in Schedule 1, the follow- 
ing additional information should be 
obtained: 

1. Determine average demand de- 
posits by taking the total of deposits 
on the 5th and 25th of each month 
and dividing by 24. 

2. Determine the total number of 
loans made during the year by tak- 
ing the difference in the number 
given the first loan and the number 
given the last loan in the year. 

3. Determine average outstanding 
loans by taking the total of loans 
on the 5th and 25th of each month 
and dividing by 24. 

4. Determine number of deposit 
accounts handled during the year by 
counting in the active ledgers at the 
time trial balances are run. 





Division Of This 
Research Report 
July Issue 


1. Why Do We Neglect Stock- 
holders? 
August Issue 
2. Let's Sell To The Depositor— 
Not Buy From Him 


September Issue 


3. More Interest Paid On De- 
mand Than On Time Deposits 


October Issue 


4. How To Develop A Service 
Charge Schedule For Your Bank 


November Issue 
5. How To Determine Deposit 
Income And Costs Of Account 
Activity 
December Issue 
6. How To Analyze Accounts 
On The Basis Of Fundamentals 





If this is done monthly, use the 
ruler and measure the lists, multi- 
plying the total inches by the num- 
ber of items per inch; then find the 
average number of accounts by di- 
viding by the number of trial bal- 
ances run. 


How To Compute Costs 


We are now in a position to com- 
pute certain costs by the methods 
described: 
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CONDENSED STATEMENT OF CONDITION 
September 30, 1944 


Industrial Bank 


AND TRUST COMPANY 


NINTH AND WASHINGTON (1) ST. LOUIS 
MEMBER FEDERAL DEPOSIT INSURANCE COPORATION 


RESOURCES: 


Cash and Due from Banks 


United States Government Securities 


Other Bonds and Securities 
Loans and Discounts . . 
Accrued Interest Receivable . 


Land, Building and a Investment 


Account et 
Other Real Estate 
Furniture and Fixtures 
Overdrafts. . . 
Other Resources 


TOTAL RESOURCES | 


LIABILITIES: 


Capital Stock 
Surplus... 
Undivided Profits . ; 
Reserve Unallocated 


Dividend Payable — October 2, a. 1944 eye ae 
Accrued Interest, Taxes and Other Reserves . 


Unearned Discounts 


Reserve of Dealers (Due Customers when their 


Discounts are paid) 


Payments on Certificates Hypothecated t to retire 


loans at maturity 
Deposits ... 
Other Liabilities 
TOTAL LIABILITIES . 


OFFICERS 


Artruur A. BLumeyer, President 
Water E. Burtre.ow, Executive Vice-President 
and ‘Treasurer 
Wriuiam H. Brxsy, Jr., Vice-President 
ack G. BuTLER, Vice-President 
“HN J. Grirrin, Vice-President 
Perer W. HERzoG, Vice-President & Secretary 
FRANK J. OBERMEIER, Vice-President 


. $ 4,518,524.55 
18,298,905.61 
4,764,245.51 
18,398,304.48 
98,950.76 


550,000.00 
2,000.00 
52,017.41 
55.00 
51,206.41 


. $46,734,209.73 


. $ 1,500,000.00 
600,000.00 
434,438.36 
152,400.00 

37,500.00 
357,514.97 
111,417.52 


107,084.74 


527,830.77 
42,781,647.85 
124,375.52 


 $46,734,209.73 


Joun C. Serer, General Auditor 

Jack HALVELAND, Asst. Vice-President 
LILLIAN ESSLINGER, Asst. Vice-President 
Francis J. Bevy, Asst. Secretary 
FLORENCE MaHoney, Asst. Secretary 
Exvizasetu O’ MA Ltey, Asst. 

Joun N. GRUENDLER, Asst. Treasurer 
SrepHen C. JanKA, Asst. Treasurer 





a. Average percentage cost of 
making and servicing loans: divide 
total $A by the average amount of 
loans outstanding. 

b. Average cost of making each 
loan: divide total $A by the total 
number of loans made during the 
year. 

c. Average percentage cost of 
purchasing and servicing bonds: 
divide total $B by average amount 
of bonds on hand. 

d. Average mechanical cost, that 
is, cost of handling a deposit ac- 
count: divide total $C by the num- 
ber of accounts in the active deposit 
ledgers. 

e. Average amount cost, that is, 
average cost of handling each dollar 


on deposit: divide $D by the aver- 
age of total deposits. 

f. Average rate of net income on 
loanable capital funds: multiply 
total amount of loans allocated to 
loanable capital funds by the aver- 
age cost of making each dollar of 
loans, which gives the total cost of 
making and servicing loans allo- 
cated to capital account. Subtract 
this total cost from previously de- 
termined total gross income on loan- 
able capital account, thereby ob- 
taining net income on loanable capi- 
tal funds. Divide this net income by 
average loanable capital funds, thus 
giving the rate of net income on the 
loanable capital funds. 

g. Average rate of net income on 
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demand deposits: 1. Multiply the 
total of loans allocated to demand 
deposits by the cost of making each 
dollar of loan. 2. Add this result to 
the total cost of handling bonds. 
3. Subtract this sum from the total 
income received on the earning 
assets allocated to demand deposits, 
thereby obtaining the dollar net in- 
come. 4. Divide this dollar net 
income by the average total of all 
demand deposits. 

This final result will be the aver- 
age rate of net income on total de- 
mand deposits, and it will reflect all 


“worl 


a 
au 
we 


™\ 


cash reserves which were main- 
tained against demand deposits. 
This method eliminates all the 
guessing as to the amount of pri- 
mary and secondary reserves. 


Keep the window shades up and 
bank doors actually locked at clos- 
ing time. The bad habit of closing 
blinds and leaving the front door 
open to late customers gives bandits 
an opportunity to stage a holdup 
without people from outside the 
bank knowing that anything is 
going on. 


Facilitating Domestic Trade 


through 
Commercial Letters of Credit 


Manufacturers Trust Company Commercial Letters of 
Credit offer definite advantages in financing Domestic 
trade. Some of the advantages to buyer and seller are: 


¢ Sellers are assured of prompt payment. 


* Sellers hold our bank’s obligation to pay against 
specified documents, an obligation that cannot be 
cancelled without the seller’s consent. 


Buyers obtain cash discounts, and usually no outlay 
of funds is required until shipment is effected. 


Buyers may fix expiration date of Letters of Credit, 
to assure delivery on time of “‘seasonal’’ merchandise. 


Credit checking is reduced to a minimum. 


The cost is nominal. 


Banks throughout the country are invited to discuss 
with us the issuance of such Letters of Credit in behalf 


of clients. 


MANUFACTURERS Trust CoMPANY 


PRINCIPAL OFFICE: 55 BROAD STREET, NEW YORK 15, N.Y. 
Member Federal Deposit Insurance Corporation 


More Banks Pay At Par 


Banks in the following places 
which formerly charged exchange 
on their checks have decided to 
pay at par: 

Alto Pass, Illinois 

Ina, Illinois 

Colfax, Indiana 

Monon, Indiana 
Pennville, Indiana 
Canmer, Kentucky 
Sparta, Kentucky 
Meriden, Minnesota 
Gulfport, Mississippi 
Berger, Missouri 
Kennett, Missouri 
Franklin, Nebraska 
Port Norris, New Jersey 
Draper, North Carolina 
Spray, North Carolina 
Herreid, South Dakota 
Fountain, Tennessee 
Kermit, Texas 

Pyote, Texas 

Red Water, Texas 
Washougal, Washington 
Elroy, Wisconsin 

Gays Mills, Wisconsin 
Glen Haven, Wisconsin 
Marytown, Wisconsin 
Norwalk, Wisconsin 
Patch Grove, Wisconsin 
Soldiers Grove, Wisconsin 
Stanley, Wisconsin 

All banks in the Portland Branch 
territory of the Federal Reserve 
District now pay at par. 


Some Thoughts On Bank 
Operation 


Private initiative has only one 
source of support and sustenance— 
a measure of profit. 

The real value of the service 
charge will be the inescapable con- 
viction in public consciousness that 
banks cannot give away their serv- 
ices and exist by some financial 
legerdemain. 

An informed, instructed employee 
is a continuing and instant means 
of education and winning the public. 

Accurate operating, profit and loss, 
and cost reports are a staff function 
which is frequently ignored, slight- 
ed, or forgotten entirely. 

The primary test for bank operat- 
ing systems is the speed and accur- 
acy with which the work units are 
handled and completed. 

The manufacturers of mechanical 
equipment are regular “bird dogs” 
for banks in scaring up ideas and 
better methods, as well as operating 
economies. 
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Answers To Bankers 
Monthly Quiz No. 18 


al a—Corporations other than govern- 
mental agencies and banks issue 
what are commonly called corporation 
bonds. Banks do not issue bonds, although 
they are corporations. 
b—It is unusually bad practice to 
allow the key of any safe deposit 
box, rented or unrented, to remain in a 
place where anyone other than the right- 
ful owner could pick it up. 
ec and d—A bill of exchange is an 
order to pay, not a promise to pay. 
c—It is not often that a $5,000 note 
is seen in any but the very large 
banks. However, it is a good plan for 
everyone in banking to know about the 
portraits on the different denominations 
of currency. 
b—Jefferson’s picture is on all $2 bills 
no matter what the issue. 

6 | a—There are 50 pennies in a roll, 
and $5 worth of dimes in a roll. 
c—The best practice is to compare 

a suspected note with a known gen- 
uine. Usually the picture will be less 
perfect on-a counterfeit note. 

8 | a—The best rule to follow in giving 

change for a dollar is to give half a 
dollar, a quarter, two dimes and a 
nickel unless a person asks for an amount 
which cannot be taken from that assort- 
ment. 

e—Accounts payable are exactly the 

same in a bank as in another business. 
b—Branch banks commonly use the 
initials, H.O., to represent the head 
office. 
c—It is necessary to depress a key for 
each numeral in a number on a ten- 
key keyboard machine. 
5p] d—It is possible to strike all of the 
threes in one depression on a multiple- 
key machine. 
d—If you try out the other numbers 
you will see that, because it is un- 
necessary to press the zero keys (as a 
matter of fact, there are no zero keys 
on a multiple-key machine), you can 
enter all of the items except d with one 
depression. 
a—It is possible to issue field ware- 
house receipts against grain stored in 
a boat and this is quite commonly done. 
‘ij 2 and d—The items listed in a and d 

are salable assets and so should be a 
part of the financial statement. 
b—Savannah, Georgia is in the sixth 

Federal Reserve District, Atlanta is 
the location of the Federal Reserve Bank. 
e—The board of directors is the final 

authority and, theoretically, the only 
authority for granting a credit. However, 
the board frequently designates certain 
loans and certain amounts to be granted 
by officers under instructions from the 
board. 
fj 2—Because this check reads “pay to 
bearer” and has no named payee, it 
may legally be paid to anyone who has 
it in his possession. 
a, b and c—In posting, it is necessary 
first to pick up the old balance, then 
to enter both the credits and the debits 
and then the new balance. 
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70 PINE STREET 
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With an Eye on the 
Interests of BANKS 
and other Institutions 


O YOU KNOW that we are 
D uniquely qualified to serve 
banks and all other institutions in 
dealing with many phases of their 
security market activities? 


We offer nationwide facilities and 
‘knowledge of all types of securities 
and markets; in particular, our Institu- 
tional Bond Department stands ready 
to supply prompt, efficient coopera- 
tion to such organizations. 


Since the test of anything lies in try- 
ing it, we suggest that you ascertain 
what our Institutional Bond Depart- 
ment can do for you. 


MErrILL LYNCH, PieRCE, FENNER & BEANE 


Underwriters and Distributors of Investment Securities 
Brokers in Securities and Commodities 


NEW YORK 5, N. Y. 


Offices in 85 Cities 
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a—These initials stand for Federal 
Housing Administration. 


Bankers Monthly Used to 
Improve Customers’ 
Check Forms 


For a few months past, we have 
been interested in the articles in 
your Bankers Monthly concerning 
your campaign for better check 
forms. 

These articles have been brought 
to the attention of our branch 


managers, but due to the fact that 
we do not have sufficient copies so 
that they may have an example in 
hand when discussing the same 
with customers, we wish you would 
enter our subscription for a copy 
of the Bankers Monthly addressed 
to each of our branch managers as 
listed below, billing us for the same 
at your convenience.—H. W. Par- 
rett, treasurer, First Trust & De- 
posit Company, Syracuse, New 
York. 


The customer is always right— 
when his check is good. 
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Farm Machinery No More 
Plentiful Than Before 


Bankers who read a recent news- 
paper account of a change in the 
rationing of farm machinery may 
have been misled into thinking that 
farm machinery will be more 
plentiful in the immediate future. 

The current ruling is this—in- 
stead of the government, through 
ration boards, deciding on whether 
a farmer shall have a new tractor or 
not, the farmer can now decide that 
for himself, That is, he may go at 
any time, to any farm equipment 
dealer and arrange for the purchase 
of any machine which the dealer 
may be able to supply—except a 
corn picker. 

The manufacturers have not been 
given any more material to make 
more farm machines and the ma- 
terial they have on hand for 1945 
is about the same amount they had 
for 1944. Until the government 
allots more material for the making 
of more farm machines, such ma- 
chinery is not likely to be any more 
plentiful than it has been. 


Encourage outside concerns to 
locate in your community. 


SERVICE 
Maintaining an intimate, 


personalized correspondent 
bank service. 


EXPERIENCE 


Officials with years of serv- 
ice in this field, assuring a 
knowledge of requirements 
and valuable assistance. 


POLICY 


To cooperate with out-of- 
town banks rather than 
compete for business which 
is rightfully theirs. 


CThe ~ 
PUBLIC 
NATIONAL 
BANK 


AND TRUST COMPANY 
OF NEW YORK 
“ESTABLISHED 1908 


MEMBER 
4 New York Clearing House Association 4, 
Federal Deposit Insurance Corporation 





Ask Your Local Newspaper To Publish This Article 


Local Banks Can Supply More Credit 
Than Farmers Need 


Ample evidence that the nation’s 
banking system is equipped to 
meet all demands for crop pro- 
duction loans is revealed by the 
results of a survey conducted by 
the Agricultural Commission of 
the American Bankers Associa- 
tion. 


Over 11,000 country banks re- 
ported $4,840,555,000 available 
for this purpose in 1944 while 
only $935,764,000 in such loans 
were in actual farm use at the 
beginning of the year. 

“The fact that banks have 
more than five times the amount 
needed by farmers for financing 
their crops is the answer to those 
who sometimes charge that 
banks cannot be depended upon 
to tdke care of farm credit 
needs,” pointed out Otis A. 
Thompson, chairman of the com- 
mission, in publishing the re- 
sults of the survey. 


“It is important to note,” says 
Mr. Thompson, “that more than 
$4,000,000,000 available to farm- 
ers for loans is a minimum fig- 
ure, since it takes no account of 
the vast lending power available 
to country banks through redis- 
counting at the Federal Reserve 
Bank or at their city correspond- 
ents. If all excess reserves and 


if all potential borrowing power 
of the country banks were in- 
cluded, it is conservatively esti- 
mated that they could lend from 
10 billion to 20 billion dollars to 
finance the nation’s agriculture 
this year. 


The survey showed that the 
farmers’ need for credit varies 
with the type of products he 
raises and the geographical di- 
vision in which he operates. The 
greatest crop production loan 
activities occurred this year in 
the north central states which 
included the Mississippi valley 
region. More than 63 per cent of 
the farmers in this area made 
loans to finance their activities. 
Minimum crop production loan 
activity was recorded in the 
South Atlantic states from Dela- 
ware to Florida, where only 17 
per cent of all farmers used 
their bank credit. 


The overall national impor- 
tance of the service rendered by 
banks in advancing farmers 
money to finance crop produc- 
tion is emphasized by the sur- 
vey figures which show that 
2,340,056 or 38 per cent of all 
the farmers in the United States 
made use of such loans in 1943. 








Holdup Prevention Article 
Commended By Expert 


I have just read, with interest 
and considerable satisfaction, the 
article in the September Bankers 
Monthly by J. Ford White, cashier 
of the First National Bank of Salida, 
Colorado, on the measures taken to 
protect that bank from holdup. 

It is good to find evidence that 
bankers are waking up to what is 
in the offing and it is encouraging 
to learn of a banker who can think 
and act upon the problem of de- 
fense against hold-up in so intelli- 
gent a manner. I certainly compli- 
ment Mr. White upon that article. 

If, as one who has given years of 
study to the problem, I were called 


upon to comment on the article— 
the methods of defense described 
therein, I would have little criti- 
cism to offer. 

I agree positively, with Mr. 
White, as to the objection to the 
idea of using guns for defense, 
within the bank. I almost believe 
that if I were president of a bank, 
I would forbid having any guns at 
all. 

In that connection, I would call 
attention to the fact that any form 
of police interference with a hold- 
up, in the bank, inevitably means a 
dirty gun-battle within the bank. 
—H. F. Luers, Bank Protection 
Engineer, 2424 Dupont Ave., So., 
Minneapolis, Minn. 
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Official U. S$. Marine Corps Photo 


lize Gower 7-tidd Uldbee “001 FRONT!” 


Victory depends upon materials—as well as men! 
To keep our American forces “closing in” overseas, 
you and every other manufacturer here at home 
must keep on making “Out Front” War Bond Quotas! 


This means action now on every point in the fighting 

8-Point Plan to step up Payroll Deductions. For in- 

stance, have you a 6th War Loan Bond Committee, 

representing labor, management and other important 

groups in your company? Selected Team Captains 
yet—preferably returned 
veterans? If so, have you 
instructed them in sales pro- 
cedure—and given each 
the Treasury Booklet, Gef- 
ting the Order? 


How about War Bond quo- 
tas? Each department— 


and individual—should have one! Assigning respon- 
sibilities is vital, tool Have you appointed enough 
“self-starters” to arrange rallies, competitive prog- 
ress boards and meeting schedules? Are personal 
pledge, order or authorization cards printed, and 
made out in the name of each worker? Planning 
for resolicitation near the end of the drive? Your 
State Payroll Chairman is ready now with a detailed 
Resolicitation Plan. And, have you contracted for 
space in all your regular advertising media to tell 
the War Bond story? 


Your positive Yes to all points in this forward-to- 
victory 8-Point Plan assures your plant meeting an 
“Out Front” Quota in the 6th War Loan—and speeds 
the day of unconditional surrender! 


The Treasury Department acknowledges with 
appreciation the publication of this message by 


BANKERS MONTHLY 


This is an official U. S. Treasury advertisement—prepared under the ausptces 
of Treasury Department and War Advertising Council. 
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Please have sent us buying information on 












USE the coupon below — it’s easier than a letter —to get 
our specialized help on any purchasing problem. 


OEIC PASTE THIS COUPON ON A PERKY PesTcCALD SIO EIO 


Equipment And Supply Ideas 


JOTTINGS FROM THE BANKERS SECRETARY'S NOTEBOOK 


132 Name 


143 Pencite, Mechanical 
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Office Space Saved By 
New Desk Attachment 


A collapsible office-machine stand 
which attaches by metal clips to 
either the right or left drawer 
heads of any standard desk is being 
featured by the Perma-Bilt Equip- 
ment Co. 





Sold under the trade name of 
Stand-By, its most advantageous 
feature is its compactness. When 
not in use, it may easily be folded 
and stored—occupying a minimum 
of space. 

Its one leg opens to a vertical 
alignment at the extreme end of 
the stand allowing full movement 
under the table portion. The leg is 
equipped with a wheel which per- 
mits the stand to be moved back 
and forth at will and allows the 
drawer to which it is attached to 
be opened. ; 

The Stand-By is built at stand- 
ard height so that it is adaptable 
for office machine use or other extra 
work units which require the user’s 
finger tips. An olive green finish 
or unfinished model is on the mar- 
ket. For further information ad- 
dress the Perma-Bilt Equipment 
Company, Hanna Building, Cleve- 
land, Ohio. 
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WE CAN FURNISH NEW 


SAFE DEPOSIT BOXES 


A limited amount of material has been released to us by the War Production 


Board for construction of new safe deposit boxes. Through this release, we 


are now building several thousand safe deposit boxes. 


We can match the appearance of your present boxes. 


— ACT NOW— SEND US YOUR ORDER — 


HERRING-HALL-MARVIN SAFE COMPANY 


FACTORY — HAMILTON, 


OHIO. BRANCHES—NEW YORK - CHICAGO - WASHINGTON 


We also have used Bank Vault Doors, Steel Vault Linings, 
Grilles, Night Depositories, Etc. 





Chase National Publishes 
Free Premium Computation 
Folder 


A new and simple method of de- 
termining the yield on bonds call- 
able prior to maturity at premium 
prices, bonds carrying unusual 
coupon rates, and bonds payable at 
par, has been developed by the 
bond department of The Chase Na- 
tional Bank and is being sent gratis 
to commercial and savings banks, 
insurance companies and bond 
dealers. 


Safe Deposit Box Functions 
Listed In New Bank Leaflet 


Bankers are offered valuable ad- 
vice by the Mosler Safe Company 
when they are warned that the 
war-time boom in safe deposit 
rentals will disappear unless steps 
are taken to hold the gains already 
registered. Following the last war, 
literally thousands of boxes were 
surrendered due, in most cases, to 
the redemption of Liberty Bonds. 
There is reason, they say, to believe 
that this condition again will pre- 
vail. 

To prevent this, the public should 
be impressed with the fact that 
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there are numerous valuables other 
than war bonds which should have 
safe deposit protection. A list of 32 
such items is enumerated in a leaflet 
prepared by the Mosler Company 
for the use of banks. 

Three different folders are avail- 
able. They are all designed to ac- 
quaint bank customers with the ne- 
cessity of protecting all items of 
value—thus retaining their renters 
indefinitely. These folders are reas- 
onably priced and furnished with 
the bank’s imprint. 


Complete information will be 


supplied on request. by addressing 
The Mosler Safe Company, Hamil- 
ton, Ohio. 


Type Cleaner Safeguards 
Office Equipment 


An improved all purpose cleaning 
fluid for office machines: typewrit- 
ers, adding, billing, and bookkeep- 
ing machines has been placed upon 
the market by the Reliance Pencil 
Corporation. 

This product removes accumu- 
lated grime, dust and dirt quickly, 
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Write Today for Full 


letails on 


COIN HANDLING 
and AUDITING 
EQUIPMENT 


te meet the require- 
ments of every bank. 


JOHNSON 


ye DOWNEY-JOHNSON 
COIN COUNTER MODEL 20 PH 


FARE BOX COMPANY 





















Especially Helpful To Banks These Short-handed Days 


COMPUTE 
LOAN INTEREST 
INSTANTLY! 


Today more than ever before, banks need just the type of assistance 
offered by the fast, accurate, and handy Heinz Interest and Discount 
Teller. Especially those with limited or inexperienced personnel. 

Without the turn of a page or figuring on a scratch pad, it shows 


at a glance: 


@ The number of days between any two dates, for which 


interest is to be charged. 


© The due date of a note when made for a specific num- 


ber of days. 
National Holidays. 


eeee 


Price complete . . 


The number of interest bearing days on a call loan. 
The due date of a 30, 60, 90, 120, 150 or 180 day loan. 
Also serves as an officer's desk calendar. 


. only $6.00 complete with stand. If you have 


stand ... only $4.50. Sent promptly upon receipt of your order, and 
may be returned within 10 days if you are not more than satisfied. 
Send no money. Try it at our expense. 


“Onder from Horder”’ 


VISIT HORDER’S STORES WHEN IN CHICAGO 


Horder’s, Inc. 


SOUTH JEFFERSON STREET 
ILLINOIS 


231 
CHICAGO 6 . 





making the operation of these ma- 
chines more efficient. 

To demonstrate its effectiveness, 
Reliance Pencil Corporation, Mount 
Vernon, N. Y., will send a test sam- 
ple bottle without charge. Be sure 
to use your own business letter- 
head when writing for a sample 
bottle. 


Kidding and wisecracks are par- 
ticularly dangerous over the tele- 
phone. As a matter of fact, they 
have no place in contacts with bank 
customers in the bank or over the 
phone. 
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Banks Use Currency Gift 





Envelopes To Increase 
Patron Service 


A line of currency gift envelopes 
in 14 different designs has been pre- 
pared by the Northern States En- 
velope Co. These envelopes bearing 
appropriate sayings and _ illustra- 
tions such as “Seasons Greetings” 
or “Best Wishes On This Happy 
Occasion” are handled by banks as 
an appropriate seasonal service for 
their patrons. 

The envelope is currency size and 












is made with a large flap on which 
the greeting is printed. When the 
flap is raised an oval hole in the 
center of the inside half of the en- 
velope permits the portrait on the 
enclosed bill to be seen. 

Further information may be ob- 
tained by writing to The Northern 
States Envelope Company, St. Paul 
1, Minnesota. 


Winding Device Permits 
Double Adding Machine 
Tape Use 

Conservation tips are always 


timely and the adding machine tape 
rewinding apparatus illustrated 


herewith is one which can help 
reduce supply budgets and save 
operational dollars. : 




















































The idea was developed in the 
planning department of the Socony- 
Vacuum Oil Company of Detroit, 
Michigan. Adding machine tape is 
inserted and used first on one side 
and when the role is completely 
filled, the waund role is reused on 
the opposite side. 


Clar-O-Type Marks 25th 
Year Of Service 


Clar-O-Type, established in 1919, 
commemorates a quarter century of 
service this month. When the com- 
pany was first established, it pro- 
duced the only non-inflammable 
typewriter cleaner. Gasoline and 
benzine were the only fluids pre- 
viously available for this purpose. 

Stenographers welcomed Clar- 
O-Type because it quickly removed 
type dirt and put an end to spatter- 
ing and messiness caused by the 
old methods. 

Today Clar-O-Type is a nation- 
ally-known product and is stocked 
by many stationers and office ma- 
chine dealers throughout the coun- 
try. 
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PERSONAL LOAN 
ADVERTISING 
for BANKS 
Folders, blotters, statement 


inserts, credit cards and 
other material. Write for 


samples and prices. 


The McCULLOUGH 
COMPANY, /nc. 


32 East Georgia Street 
Indianapolis 4, | Indiana 


NECUCUWS 
CANT:SLIP suzes 
ROLLERS 


Gives new gripping surface to aging rubbe: 
rollers on typewriters and other business 


machines. Ends paper shifting and save: | 


time. Cant-Slip is easy to apply and ha: 


been used successfully in offices for 15 years | 
Satisfaction guaranteed. Price 50 cents | 


cleaned 


TYPE 


CAR OIYP 


Stenographers prefer this type cleaner be- 
cause it cleans type quickly and thoroughly 
—without spattering. The national leader 
for 25 years. Supplied with handy dauber. 
Price 50 cents. Both items non-inflammable. 
wae FROM YOUR a 


The Clarotype Co., 


16-X Hudson St. ae ae 13, N. Y. 


On Mahogany, Walnut or Oak polished stands in 
Gold EMBOSSED letters, beveled PLASTIC top. 
Send for our illus. folder for styles and prices. 


LERRERIE ARE ATRTNGO 


304. 10 W. 47th St., N. Y. 19, N. ¥ 





ENVELOPES 


Expanding Envelopes, Envelock Locking 
Envelopes, Safe en —— apes. Trust 
Department Files and iles, also 
Special Bank MA eae 

Send for complete catalogue in color 
AMES SAFETY ENVELOPE COMPANY 
21 Vine Street - - - Boston, Mass. 





OFFER BANKS PRIME LOANS 


MARKETABLE SECURITIES 


VIELDING BANKS 1% 


Large Notes Available Confidential 
Inquiries Invited 


JAMES R. CURTIS 


NOTE BROKER LONGVIEW, TEXAS 


PROMOTIONS FOR 


POST WAR 


READY NOW! 
EYE*CATCHERS, Inc 


November, 1944 





INSTANTLY 





Fluorescent Light Fixture 
Again Available 


Futurliter, the fluorescent light 
fixture, is again in production due 
to relaxation of WPB regulations 
governing the use of steel. Made for 
2 and 3 rows of 40-watt lamps, the 
fixture can either be mounted 
directly on the ceiling or hang sus- 
pended. 


It is built in sections for contin- 
uous-flow lighting and is available 
with cooling sections, air disinfec- 
tion sections, and color improving 
sections. The fixtures are available 
for immediate delivery. Details will 
be provided on request by the Ed- 
win F. Guth Company, 2615 Wash- 
ington Avenue, St. Louis 3, Mo. 


Leaflet Describing Bank 
Operations Secures 
Customer Co-operation 


The Framingham National Bank, 
Framingham, Mass., encloses a 6 by 
3% inch leaflet in its statements 
which is not only an aid in selling 
the bank’s services but also part of 
a program to reduce operational 
expenses. An example of the ex- 
pense reduction possibilities of this 
practice can be noted from the 
following item which is reprinted 
from a recent issue of the leaflet. 


Bills In Packages 


“Some time ago we put a little 
item in one of the leaflets about 
wrapping coin. Much of the coin 
presented for deposit since then has 


been neatly rolled and initialed as | 


suggested. It is appreciated. We now 
have discovered that many of our 
depositors do not know that they 
can help in a similar way in the 
matter of paper currency. 


“When the teller puts away his | 


cash at night, the various denomina-. 
tions of bills are in packages, held 
together by paper bands, ready to 
use the next morning. It is no easy 


task to get them in this neat and | 





Lariltithech 
is custom made 
For Your BANK 


It is identified with your bank exclusively 
in your city. We study your situation care- 
fully to make sure that ThriftiCheck plan 
is installed to exactly fit your method of 
operation. 


Advertising service and material prepared 
for your bank takes into consideration local 
conditions and appeal. 


Sale-of-check-book plan 
now tested and proved 


It offers direct benefits to both bank and 
customer. Results: good will all around. 


For ThriftiCheck sets up in your bank the 
simplified, economical operations possible 
only with, the sale of check books and im- 
printed checks. 


rhe elimination of free check books, 
charges per check, or charges per item 
deposited does away with customer con- 
troversies, undesirable accounts, and high 
account mortality. 


ThriftiCheck attracts 
new customers 


They like the personalized checks, the at- 
tractive check covers and other exclusive 
ThriftiCheck features. This insures low 
acquisition cost and the high account 
volume necessary for profit 


Why experiment? 


It is no longer necessary to experiment 
with outmoded methods of charges which 
complicate and increase the cost of oper- 
ating procedure. 

The accelerated trend to ThriftiCheck and 
the sale of the check book is no longer a 
matter of debate. Banks ranging up to the 
largest, which have installed pay-as-you-go 
service during the last two years offer con- 
clusive proof of its superiority. 


Our original plan continues to attract new 
depositors, and no basic change or alterna- 
tive plan has been necessary for banks to 


maintain good profits and volume business. 


We are ready to show you exactly how 
ThriftiCheck will create new customers for 
every department of your bank. Please 
write directly to B. T. Moran. 


BANKERS DEVELOPMENT 
CORPORATION 


31 Nassau St., New York 5, N. Y. 
Telephone REctor 2-7580 





Check the 
advantages of 


Burroughs 
Discount 
Purchase 

Plans 


SMALL You save 10% to 40%, 
QUANTITIES discounts on some types 
of supplies beginning with orders 
for as little as $10 worth. 


COMBINED It's easier to earn dis- 
PURCHASES counts, because they are 
based on combined purchases of 
various types of supplies: for ex- 
ample, purchases of carbon paper 
help you to earn larger discounts 
on ribbons, and vice versa. 


BRANCH If you have branches 

ORDERS oor affiliates, your dis- 
count rate is established by the 
combined purchases of all branches 
of your company, and all branches 
benefit by that rate in ordering sup- 
plies from their local Burroughs office. 


FRESH You are assured fresh 
SUPPLIES supplies. without storage 
problems, because delivery of sup- 
plies is made as you need them. 
e oe * 


Send for full details, prices and 
discounts for the purchase of roll 
paper and inked ribbons for practi- 
cally all makes of business machines, 
carbon paper for every need. journal 
paper and other supplies. Call your 
local Burroughs office or write direct 
to Burroughs Adding Machine Co., 
Detroit 32, Michigan. 


Burroughs 


SUPPLIES FOR 
wouthit MACHINES 


RROUGHS ADOIN 


> MACHINE COMPANT 


| handy condition. Each day at three 
| o’clock, after the doors are closed, 
he finds himself with a large 
drawer full of loose currency which 
| he sorts and straps before he starts 
balancing. 

“What we are leading up to is 
that you and each of our other de- 
positors can be helpful to the teller 
and at the same time make it pos- 
sible to have quicker service if, 
when you have any considerable 
amount of currency, you will ar- 
range it by denominations. Then, 
as an added help, put a paper strap 
with your name (or initials) and 
the amount. 

“The suggested size of the pack- 
age is 25 ones ($25), 25 twos ($50), 
20 fives ($100); those above these 
even amounts may be put in one 
miscellaneous package containing 
all denominations or just left loose.” 





What Happens When 
Bearer Bonds Are Lost? 


The National Surety Corpora- 
tion of New York has made a re- 
vised analysis of federal statutes 
relating to destroyed, mutilated, de- 
faced, lost, and stolen United States 
Bearer Bonds. This study reveals 
that duplicates cannot be procured, 
and payment cannot be obtained 
until after maturity, and until such 
loss or theft or disappearance is 
clearly proved to the satisfaction 
of the Secretary of the Treasury, 
and until a bond of indemnity is 
furnished. Payment, even then, will 


not include the value of the coupons | 


supposed to have been attached to 
the bonds at the time of loss. Other 


from this study, a copy of which 


Surety Corporation of New York. 


These Features Make Bank 
Statements Popular 


The Mercantile Bank, Hammond, 
Indiana, uses a column in the bank 
statement in which all of the em- 
| ployees and their titles are listed. 
|Including officers, there are 41 
names. 

Thus a feeling of personal rela- 


employee with whom they are ac- 
quainted. They associate the bank 
with a person they know. 

Evidence of this is seen, according 
to Charles W. Tompkins, vice presi- 
dent, in the unusual demand for the 
inew statement. “We have found,” 





important features have resulted | 


may be obtained from the National | 





tionship with the bank is stimulated | 
in those recognizing the name of an | 





* HONOR ROLL . 
PLAQUES 


Impressive tributes to those inthe 

rvices. Cast in durable, non-critical 
material that closely simulates endur- 
ing bronze. 


are. Suares BRONZE 
N CO., INC. 
570 BROADWAY, NEW YORK 12, N.Y. 
CA 6-4792 


BANK SIGNS 


THAT LOOK LIKE 


SOLID BRONZE 


EXCELLENT FOR OUTDOOR USE 
Fashioned entirely of non-critical ma- 
terials. Bright, RAISED satin-fnish 
letters on mottled, 
ckground. 


LEGIBLE @ DISTINCTIVE @ DURABLE 


Send approximate measurements for 
FREE fail size PREVIEW SKETCH. 


{ MR.BARRETT - 


Shee Sreame-the Sot Same 


UNITED STATES BRONZE 
SIGN CO., INC. 
570 Broadway New York 12, N. Y. 


Statuary brown 


In Stock for Immediate 
Shipment on Approval 


BOND REGISTER 
COLLATERAL LEDGER 
DAILY STATEMENT 

LOOSE LEAF MINUTE BOOK 
LIABILITY LEDGER 
RECONCILEMENT 

GENERAL LEDGER 


EXPENSE RECORD 


TELLERS CASH 

CERTIFICATE 4 a 

COLLECTION R 

MACHINE ttocee SHEETS 
INCOME RECORD 

STOCKHOLDERS LEDGER OUTFIT 
ONE EGISTER 


$s 
MATURITY TICKLER 
OVERDRAFT REGISTER 
COIN WRAPPERS 
PASS BOOKS 


Specify whether Bound or Loose Leaf 
$5.00 SAMPLE BOOK SUBMITTED ON AP- 


PROVAL FOR 10 DAYS. NO INDIVIDUAL 
SAMPLES SUBMITTED 


Let us serve you on your SPECIAL 
Bound and Loose Leaf Records. 


SALESMEN and DEALERS 
WANTED 


FRED PROCTER COMPANY 


Manvfacturers 
BOUND BOOKS — LOOSE LEAF 
STATIONERY — PRINTING 
324 EAST NINTH ST. CINCINNATI 2, OHIO 
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Keep Your Phone 
Talks PRIVATE! 
Safeguard 


confidential 
business of 
Customers— 
the Bank— 
Your own. 
7 


For constant or emergency need of the 
Bank's officers or cashiers, a Hush-A-Phone 
is indispensable. Over 100,000 Hush-A- 
Phones are used in banks and commercial 
concerns. Conscious or unconscious eaves- 
droppers cannot hear even at your desk. 
Its function is also esteemed to prevent 
phone talk annoyance, promote office quiet, 
or improve phone hearing midst surround- 
ing noises. 

HUSH-A-PHONE—A Phone Silencer 
Models for E-1 or F-1 handset phone, or for ped- 
estal phone. (The attached madel for the F-1 hand- 
set phone is only recently available.) DICTATING 
MACHINES: A model for this special purpose. 


Price $10.00—Three for $25.00 
A Christmas Present 


Unique—Certain of appreciation 


Write for descriptive circular B-1. 


HUSH-A-PHONE CORPORATION 
43 West 16th St., N.Y.C. 11 


EVERY 
FORM OF 
BANK FORM 


We give you quick service and 
“satisfaction guaranteed” on— 
Ration Banking, loan and mort- 
gage forms, envelopes, debit and 
credit slips, Christmas Savings Club 
supplies, personal loan forms, note 
notices, deposit tickets, tellers’ cash 
tickets, currency strips, coin wrap- 
pers, bank money orders and many 
other forms. 30 years service to 
banks. 


Write for samples and 
quotations. 


rt rin ; . “at 
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he says, “that our personne] distrib- 
‘uted these statement folders to 
| friends who had never received 
| them before.” 

| “In our published bank state- 
|ments,” says V. P. Black, cashier, 
| Perry State Bank, Perry, Iowa, “we 
| try to make the reading matter of 
| general interest to the public. We 
mention among our resources the 
| different types of loans we have 
| made such as: F.H.A., A.A.A., auto, 
| first real estate, and others. In my 
| opinion, this tells the public that we 
/are in the market for almost any 


| class of loan.” 
| 


"if A Girl Can Count 
To Ten, We Hire Her” 


It seems to me you are doing the | 
|banking business a great service | 


by continuing to promote the idea 
|of more simplified service charges. 
There seem to be many bankers 
who think a good system of service 
charges must necessarily be com- 
plex and complicated. Quite often, 
when we explain our method of 
activity charge to newcomers in our 
community, they ask whether that 
is all there is to it. Most such people 
|say they have been paying service 
charges for several years, but none 
|of them have the remotest idea how 
such charges have been computed 
(by their previous banker. 

| When we tell those people that 
\our charge is three cents per check 
|written, regardless of size of bal- 
}ance, they are astounded. They seem 
\to think there is, or should be, 
jsomething mysterious that I have 
\failed to mention. 





Anyway, our system brings us a | 
| better revenue than our old 50 cents | 


|per month charge and it is one that 


|is easily understood by our fast- | 
changing personnel and by our cus- | 
tomers. If a new girl can count to | 


/10 and multiply by 3, we hire her. 

Furthermore, a customer cannot 
|complain about our charge at the 
\end of the month because he has 
full control of the situation himself. 
|The depositor regulates the size of 
i his bank service charge. 

We like the system, and our cus- 
'tomers believe it is fair and equit- 
‘able; we never hear a complaint 
}about our service charge—A. J. 


| Jorgenson, president, The American 


| National Bank of Sidney, Nebraska, 
! 


Interest rates do not materially 
'influence the quantity of savings 
funds, so—rates adjusted to the 


amount which insures the bank a | 


| profit are adequate. 








atth the neu 
RUSH Gp FRASER 


Used with a feather touch, this astound- 
ing, handy, Propel-Repel eraser works 5 
times faster than an ordinary eraser. And 
the results please the most critical! 

Get one today and try it yourself. 

There will be no more smudgy, 


unsightly erasure marks on your 
records or correspondence. 


INK and TYPEWRITER ERASER 


The eraser sells for 50c with a 
money-back guarantee. Ask your 
Stationer, or write us today. 


THE ERASER CO., Inc. (mirs.) 
SYRACUSE 2, N. 


‘STEEL: 3 <tRONG 
COIN HANDLING SUPPLIES 


Coin Wrappers Night Depository Bags 

Bill Straps Seal Presses 

Coin Bags Teller’s Molsteners 

Currency Bags Manual Coin Counters 

Draw String Bags Currency Racks 

Metal-Clasp Bags Wrapper Cabinets 

lead Seals Sorting Trays 

Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


AFTER NEARLY 25 YEARS 
the perfect Tubular Coin Wrapper 
has been produced! Yet, they cost 
no more. 


FREE — Write fer generous sample 
carton substantiating this statement. 


UTA RO AI 2 Eee 


NINTH and COLFAX AVE. 
HANNIBAL, MO. 





Through Wars and Political Changes 


Through Financial Disorder and Confusion 


Through 7 Major Business Depressions 


72 Years of Publishing 


Practical, comprehensive, accurate statistics and information 


on every bank in the U. S., Canada and all Foreign Countries 


RAND MCNALLY BANKERS DIRECTORY 


America's Leading Dipancial Reference oak 
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A. L. M. Wiggins, extreme left, retiring president of the ABA and president of 
the Bank of Hartsville, Hartsville, South Carolina, congratulates W. Randolph 
Burgess, new president. Frank C. Rathje, the new vice president, Harold 
Stonier, executive manager, and Wilmer J. Waller, treasurer, look on. 


New ABA Officers Elected 
At War Service Meeting 


Warren Randolph Burgess, vice 
chairman of the board of the Na- 
tional City Bank of New York, was 
elected president of the American 
Bankers Association at its second 
war service meeting which was 
held in Chicago. 

Other officers elected at the same 
time included Frank C. Rathje, 
president of the Chicago City Bank 
and Trust Company and the Mu- 
tual National Bank of Chicago, to 
vice president and Wilmer J. Wal- 
ler, president of the Hamilton Na- 
tional Bank of Washington, D. C., 
to treasurer. 

The new division heads are R. 
Otis McClintock, president of the 
First National Bank and Trust 
Company of Tulsa, Oklahoma, to 
president of the National Bank 
Division; W. W. McEachern, vice 
chairman of the board of the Union 
Trust Company of St. Petersburg, 
Florida, to president of the State 
Bank Division; H. R. Templeton, 
vice president of the Cleveland 
Trust Company of Cleveland, Ohio, 
to president of the Savings Division; 
and Frederick A. Carroll, vice 
president and trust officer of the 
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National Shawmut Bank of Boston, 
Massachusetts, to president of the 
Trust Division. 


Heymann In New 
Merchandising Post 


Walter M. Heymann, vice presi- 
dent of The First National Bank of 
Chicago, has been elected to the 
board of directors of the Federated 
Department Stores, Inc., which 
operates 16 stores and branches. 
He has handled the accounts of de- 
partment stores, mail order houses, 
and the textile, clothing, millinery, 
and fur industries in the First Na- 
tional Bank for the past 18 years. 


The Robert Morris Associates, 
national organization of bank credit 
men, held its annual meeting in 
Philadelphia, September 15. Officers 
and directors elected for the ensu- 
ing year took office at the con- 
ference to be held at the Edgewater 
Beach Hotel in Chicago, October 22, 
23, 24. They are: President: Carlisle 
R. Davis, State-Planters Bank & 
Trust Company, Richmond, Vir- 
ginia; First Vice President: Ken- 
neth K. Du Vall, City National Bank 
& Trust Company, Chicago, Illinois; 


Second Vice President: Ernest E. 
Nelson, Brown Brothers, Harriman 
& Company, Boston, Massachusetts, 
and six directors whose terms ex- 
pire in 1946. 


Association Of Bank 
Women Claims 5,000 
Female Bankers 


The Association of Bank Women 
completed a survey, as of March 1, 
1944, covering the number and va- 
riety of executive positions held by 
women in banks throughout the 
United States and its possessions. 

The Rand M¢Nally Bankers’ Di- 
rectory, used in compiling this data, 
was found to contain the names of 
4,635 women holding executive 
titles. It was impossible to estimate 
how many more women were in- 
cluded among those executives 
whose given names were indicated 
by initials only. Added to this list 
were the names of 90 members from 
the 1942-43 Year Book of the Asso- 
ciation of Bank Women, not appear- 
ing in the Directory, most of whom 
hold specialized departmental as- 
signments. As many bank women 
serve in executive capacity without 
title, and therefore are not listed in 
the Bankers’ Directory, 5,000 would 
seem a conservative estimate of the 
total number of women in banks 
throughout the United States whose 
positions may be classified as exec- 
utive. 


Mercantile-Commerce Bank and 
Trust Company of St. Louis has an- 
nounced the election of Mr. David 
Wohl, president of Wohl Shoe Com- 
pany, St. Louis, as a member of the 
bank’s board of directors. 


F.A.A. Had Good Program 


More effective methods of selling 
banks’ facilities to the public, and 
the services which these institutions 
can render under the G.I. Bill (Vet- 
erans Readjustment Act of 1944) 
were the principal subjects of the 
29th annual convention of the Fi- 
nancial Advertisers Association at 
the Edgewater Beach Hotel in Chi- 
cago, October 25 to 29. 


Charles E. Wilson who recently 
resigned as vice chairman of the 
War Production Board and as chair- 
man of its Production Executive 
Committee, has been re-elected to 
the board of the Guaranty Trust 
Company of New York. 
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American National Of 
Chicago Issues F.H.A. Chart 


The American National Bank and 
Trust Company of Chicago has is- 
sued a chart titled “Home Repairs 
And Remodeling Under FHA—Reg. 
W and WPB” for distribution to 
FHA dealers and other customers. 

A pocket folder in size, it con- 
tains all regulations governing con- 
struction and finance for structural 
maintenance and repair, plumbing, 
heating, remodeling, fuel conserva- 
tion, and other general information. 
The folder is available on request. 
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Provivence, RL 
1859 
ATLANTIC FIRE INSURANCE CO. 
Raleigh, North Carolina 
THE CENTRAL STATES FIRE INS. CO. 
Wichita, Kansas 
GREAT EASTERN FIRE INSURANCE CO. 
White Plains, N. Y. 
MINNEAPOLIS F. & M. INSURANCE CO. 
Minneapolis, Minn. 


RELIANCE INS. CO. OF CANADA 
Montreal, Canada 


* 


HARTFORD 

30 Trinity ‘Street 
CHICAGO 

Insurance Exchange 
NEW YORK 

110 William Street 

SAN FRANCISCO 

220 Montgomery Street 


Fire € 


All Forms of Fire and 
Property Insurance including 
Ocean and Inland Marine 


Country-wide Brokerage Service 


TRIED & FIMREBESTED 


Shea President Of National 
Association Of Bank 
Auditors And Comptrollers 


At the final session of their an- 
nual meeting in Cleveland, Ohio, 
John C. Shea, assistant vice presi- 

dent, Whitney 

National Bank, 

New Orleans, 

was advanced to 

the presidency 
of The National 

Association of 

Bank Auditors 

and Comptrol- 
.lers. Mr. Shea 

has been  ad- 

vanced each year 

since 1940 when 

he was_ first 
elected to national office as treas- 
urer. . 

Other officers of the Association 
are First Vice President Ben N. 
Jenkins, assistant vice president, 
First National Bank & Trust Com- 
pany, Oklahoma City, Oklahoma; 
Second Vice President Arthur R. 
Burbett, comptroller, First National 
Bank, Baltimore, Maryland; Secre- 
tary Mills B. Lane, Jr., first vice 
president, Citizens and Southern 
National Bank, Atlanta, Georgia; 
Treasurer Paul D. Williams, comp- 
troller, Corn Exchange National 
Bank & Trust Company, Philadel- 
phia, Pennsylvania. 

President Shea in his inaugural 
address announced the appoint- 
ment of a new committee to be 
known as the Research Committee, 
with past president Ottmar A. Wal- 
dow acting as chairman, This new 
research program to find better 
auditing and operating procedures 
for banks will start at once. 


John C. Shea 


The First National Bank in St. 
Louis announces that William Moel- 
ler has been elected a vice presi- 
dent. Mr. Moeller began his service 
with the First National in 1919 and 
acted as assistant vice president 
since 1938. He succeeds the late R. 
Palmer McElroy as territorial officer 
in Illinois, Indiana, and Kentucky. 


Craig S. Bartlett has been ap- 
pointed assistant vice president of 
the Central Hanover Bank and 
Trust Company. He resigned re- 
cently as assistant vice president of 
the First National Bank of Jersey 
City, New Jersey. 


An Idaho banker turns down un- 
profitable deposits. 


ABA Trust Conference In 
Chicago November 9 
And 10 


The Mid-Continent Trust Con- 
ference of the Trust Division of the 
American Bankers Association met 
in Chicago November 9 and 10 at 
the Drake Hotel. 

The program included talks on 
investments, common trust funds, 
new business, trust administration, 
problems of smaller trust depart- 
ments, pension trusts, taxes, and 
legislation. 


Chemical Bank And Trust 
Of New York Elects An 
Agriculturist Director 


Cason J. Callaway, director of 
the United States Steel Corporation 
and director and vice chairman of 
the Nutrition 
Foundation, Inc., 
has been elected 
director of the 
Chemical Bank 
and Trust Com- 
pany of New 
York. 

Mr. Callaway, 
who is chairman 
of the Agricul- 
tural Committee 
of the Georgia Agricultural and 
Development Board and chairman 
of the Agricultural Committee of 
the Board of Regents of the State 
of Georgia, has served at various 
times as president of the American 
Cotton Manufacturers Association. 
He is a widely known agricultural 
expert and a leading textile execu- 
tive. 


Cason J. Callaway 


The Chase National Bank has an- 
nounced the election of Jeremiah 
Milbank as a member of the board 
of directors and as a member of the 
executive committee. Mr. Milbank 
previously served as a director of 
the bank from 1921 to 1934. 


Adrian Van Sinderen, president 
of the Brooklyn Savings Bank has 
been elected a director of National 
Surety Corporation. Mr. Van Sin- 
deren is also a director of New York 
Telephone Company, and _ the 
Brooklyn Trust Company. 


Edward T. Noland, former secre- 
tary and director of the Liggett & 
Meyers Tobacco Company, has 
been elected a director of the Mer- 
cantile-Commerce Bank and Trust 
Company of St. Louis. 
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Training In Local Banks 
Accredited In 
New A.I.B. Course 


The educational facilities of the 


American Institute of Banking are | 


being made available to all bank | 


personnel by a study course in the 
fundamentals of banking. Directed 
particularly to the 8,000 to 10,000 
banks not close enough to A.I.B. 
chapters to make use of their facili- 


ties, this course is designed to per- | 


mit instruction of local staffs by 
bank officers. 

The institute’s new text, The 
Fundamentals of Banking, embraces 
the subject matter of the course. Its 
24 chapters combined with simple 
charts, tables, and _ illustrations, 
clarify the basic points essential to 
intelligent handling of bank busi- 
ness. 


An instructor’s manual tells how | 
to schedule and conduct the course | 
and provides step by step sugges- | 
tions for each class session. It is a | 


simple and complete guide which, 


when used by the instructor along | 


with the text, provides greater ef- 
fectiveness in handling instruction. 


The banker-teacher is faced with no | 


necessity for elaborate preparation 
and no outside help is needed. 

The object is to provide a work- 
ing knowledge of the fundamentals 
of banking and to give this knowl- 
edge quickly to all bank employees. 


For that reason the course has been | 


set up so that it can be completed in 


as few as 15 classes of two hours | 
the 
course will be credited by the insti- | 


each. Students completing 
tute with work toward the winning 


of a pre-standard certificate. 
Banks which have already started 


the program find that it contributes | 
to the stability of their organization | 


by giving their staff an interesting 


and helpful knowledge about the | 


business in which they are engaged. 


They also report that it establishes | 


a common ground for the exchange 
of ideas. 


Complete information about the 
course can be obtained at the Amer- 
ican Institute of Banking, 22 E. 40th 
Street, New York City. 


I want to compliment you on the 
interesting controversy you have 


had in your magazine on service | 
charges and I heartily agree with | 


your thought to make them as 
simple as possible.—R. Lewis Bentz 


> 


cashier, The Old National Bank of | 


Martinsburg, Martinsburg, W. Va. 
November, 1944 


"WED RATHER 


sw YES" 


We don't like to tell people that 
they'll have to wait to geta home 
telephone. We'd much rather say 
“yes” to requests for service. 
That's the way it always used 
to be. 

But the needs of war still have 
first claim on available telephone 


equipment and on telephone 
manufacturing facilities and 
manpower. Delays in filling ci- 
vilian orders just can’t be helped. 

All of us telephone people sin- 
cerely appreciate your patience 
and understanding in 


this war emergency. 


BELL TELEPHONE SYSTEM 





| Depositors Don’t Care About 


| Details Of Service Charge 
| Analysis 


| doesn’t use it. 


It has been our observation for 
many years that the public cares 
nothing about the whys and where- 
fores of service charges. All the cus- 
tomer wants to know is how much 
| the merchandise costs. If it costs 
more than he thinks it is worth, he 





The thing that constantly amazes 
me is the lack of sales psychology 
in the banking business. Since the 
early days of service charges, it 
seems to me that banks have done 
nothing but tell the public the bank 
side and it has been thoroughly 
proven that this is the wrong ap- 
proach.—F. L. O’Hair, president, 
Central National Bank, Green- 
castle, Indiana. 


Get loans and you’ll get ahead. 
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Changes since Rand McNally Bankers Directory, Final 1944 Edition. Banks not previously reported indicated by an * 


NEW AND REOPENED INSTITUTIONS 


Through Liquidation 
Through Absorption 
Through Merger or Consolidation 
Through Conversion 


Total discontinued 


National 1; State 12; Private 1 
National 9; State 11 


BRANCH BANKS REPORTED DISCONTINUED 


Through Liquidation 
Through Conversion 


Total discontinued................. 


National 3 





Se National 3; State 1. 


Total 3 
Total 


CHANGES IN TITLE AND/OR LOCATION 


ARKANSAS 
Harrison 


*Commercial 

(Capital $60,000. Surplus and Profits 
$15,000 F. L. Coffman, President, S. 
L. Nance, Cashier. Opened October 2, 
1944) 


CALIFORNIA 
Arvin 


Bank of America National Trust & 
Savings Assn., Afvin Branch of Bank 
oS «aha National Trust & a 
re i. Alienby, Manager. Opened Au- 
gust 14, 1944) 


Auburn 


Bank of America National Trust & 
Savings Assn., De Witt General Hospi- 
tal Banking Facility Office—Agency 
of Auburn Branch 

(G. W. Brundage, Vice President and 
Manager. Opened August 15, 1944) 


Los Angeles 


*Security-First National Bank of Los 
Angeles, Civic Center Branch....16-55 
Change in title of Security- First Na- 
tional Bank of Los Angeles, First & 
Spring Branch effective September 15, 
1944) 


Los Angeles 


*Security-First National Bank of Los 
Angeles, First & Spring Branch.16-55 
(Changed title to Security-First Na- 
tional Bank, Civic Center Branch 
September 15, 1944) 


Mira Loma 


Bank of America National Trust & 
Saving Assn., Mira Loma Quartermas- 
ter Depot Bankin Facility Office— 
Agency of Riversi Branch 
(J. E. Killian, Vice President and Man- 
ager. Opened August 17, 1944) 


Oakland 


American Trust Co., Naval Supply 
Banking Facility (Building No. 223) 
(Office of American Trust Co., San 
Francisco, Calif.) 

(Vincent I. Mooney, Asst. Cashier. 
Opened August 16, 1944) 


Oakland 
The Bank of Commerce 
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(Changed title to Oakland Bank of 
Commerce, August 30, 1944) 


Oakland 


Oakland Bank of Commerce 
(Change in title of The Bank of Com- 
merce, effective August 30, 1944) 


Pasadena 


First Bank of 

Park 

(Taken over by First Trust & Savings 
Bank, August 14, 1944 and operated as 
their East Pasadena Branch at 2562 E. 
Colorado St.) 


National Lamanda 


Pasadena 


First Trust & Savings Bank of Pasa- 
dena, East Pasadena Branch, 2562 E. 
Colorado St. 90-850 
(Succeeded First National Bank of 
Lamanda Park which was taken over 
by First Trust & Savings Bank, Aug- 
ust 14, 1944) 


San Pedro 


*Bank of America National Trust & 
Savings Assn., U. S. Naval Drydocks, 
Terminal Island Banking Facility Of- 
fice—Agency of First and Pine Branch, 
Long Beach, Calif. 

(Graydon Hoffman, Vice President and 
Manager. Opened September 14, 1944) 


CONNECTICUT 
Middletown 


Central National Bank . 

(Consolidated with Middletown Trust 
Co., under charter of Central National 
Bank and under title of the Central 
Hoy ye Bank & Trust Co., August 5, 


Middletown 


‘Central National Bank & Trust Co. of 
Middletown 51-165 
(Capital $250,000, Surplus and Profits 
$150,000. Consolidation of Central Na- 
tional Bank and Middletown Trust Co. 
under charter of Central National 
Bank, August 5, 1944) 


Middletown 


The Middletown Trust Co. . -51-170 
(Consolidated with Central National 
Bank under charter of Central National 
Bank and under title of The Central 
me Bank & Trust Co., August 5, 


Total 1 


FLORIDA 
Pensacola 
American National Bank - 
(Changed title to The Florida National 
Bank at Pensacola, August 25, 1944) 


Pensacola 


~ Florida National Bank at Pate. 
cola 63-36 
(Capital $400,000, i oe $400,000, E. 
R. Malone, President Quina, Cash- 
ier. Change in title of American Na- 
tional Bank, August 25, 1944) 


GEORGIA 
Pavo 
*Citizens Exchange Bank (Private 
PO ee a eee ee 64-1215 
(J. D. Matthews, President. Mrs. J. 


D. Matthews, Cashier. Opened October 
1, 1944) 


IDAHO 

Pocatello 

*First Security Bank of Idaho National 
Association, Army Air Base Banking 
Facility Office of First Security Bank 
of Idaho, National Association, Boise, 
Idaho 
(Discontinued August 26, 1944) 


ILLINOIS 
Roseville 
*Roseville State Bank 70-2173 
(Capital $25,000. Surplus and Profits 
$7,500. Burley M. White, President. H. 


A. Berg, Cashier. Opened September 
19, 1944) 


Tiskilwa 


Tiskilwa State Bank 
(Capital 
$7,000. E. 


70-2176 
$27,000, Surplus and Profits 
B. Pettegrew, President) 


INDIANA 
Akron 


State Bank of Akron 


71 
Saba age ek liquidation. Closed Septem- 
ber 1, 1944) 


New Point 


*First State Bank 
(Liquidating voluntarily. 
October 2, 1944) 
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Reported 





Wolcott 


*Bank of Wolcott 71-1319 
(Capital $30,000. Surplus and Profits 
$11,700. A. E. Francis, Cashier. To open 
about October 15, 1944) 


10WA 
Keokuk 
*Keokuk National Bank - 
(Merged with Security State Bank, 
September 18, 1944) 


Lost Nation 


First Trust & Savings Bank, Lost 
Nation Office of First Trust & Savings 
Bank, Wheatland, Iowa 

(Albert Eggert, Manager. 


To open 
about October 1, 1944) 


KANSAS 
Hazelton 
*State Bank of Hazelton 
(Voluntary liquidation. No deposits 
accepted after August 10, 1944) 


Inman 


Farmers State Bank - 
(Assets purchased by Bank of Inman 
as of September 1, 1944) 


Mapleton 


Citizens State Bank 
(Liquidating voluntarily. Reported 
August 10, 1944) 


Topeka 

*National Bank of Topeka, 
Army Ajir 
Office 
(A. J. Schober, Manager. Opened Octo- 
ber 4, 1944) 


Topeka 
Field Banking Facility 


Dixon 


Dixon Bank - 
(Capital $25,000, Surplus and Profits 
$13,000. C. L. Ramsey, President, Otto 
Brill, Cashier. Change in title of Dixon 
Bank & Trust Co., September 1944) 


Dixon 


Dixon Bank & Tru 


t Co. 
(Changed title to . Bank Septem- 
ber 1944) 


Louisville 

*Citizens Fidelity Bank and Trust 
Company 21-10 
(Consolidation of Citizens Union Na- 
tional Bank and Fidelity & Columbia 
Trust Co. Effective October 2, 1944. 
Capital $3,250,000. Surplus and Profits 
— Menefee Wirgman, Presi- 
dent 


Louisville 


*Citizens Union National Bank...21-10 
(Consolidated with the Fidelity & 
Columbia Trust Co. as Citizens Fidel- 
ima & Trust Company, October 2, 


Louisville 


*Fidelity & Columbia Trust Co... .21-51 
(Consolidated with the Citizens Union 
National Bank as the Citizens Fidelity 
ieaap & Trust Company, October 2, 


St. Matthews 


St. Matthews Bank 
(Converted to St. Matthews National 
Bank, August 17, 1944) 


St. Matthews 


St. Matthews settee) Bank... 
(Capital $100,000. H. Nelson, Presi- 
dent, T. H. Cooper, ee Conver- 
sion of St. Matthews Bank, August 
17, 1944) 


- 73-609 


LOUISIANA 
Independence 
Community State Bank 9 
(Capital $25,000, Surplus $5,000. L. L. 
Ricks, President, A. Pecoraro, 
Cashier. Opened September 2, 1944) 


MAINE 

Limestone 

*Frontier Trust Company (Branch of 
Frontier Trust Co., Fort Fairfield, 
Maine) 52-3 
(Succeeded Limestone Trust Co. which 
was purchased by Frontier Trust Co., 
Fort Fairfield, Maine, August 30, 1944) 


November, 1944 


Limestone 

*Limestone Trust Co eis as a gt vate 52-38 
(Purchased ~ Frontier Trust Co., Fort 
Fairfield, Maine, August 30, 1944 and 
is operated as a branch) 


MINNESOTA 
Chatfield 
First National Bank 


(Entered voluntary liquidation August 
22, 1944) 


MISSOURI 
Bosworth 2 
Bosworth State Bank - 
(Chartered August 22, 1944. Took over 


deposit liabilities of First National 
Bank) 


Bosworth 


First National Bank 

(Deposit lrg wef taken over by Bos- 
worth State Bank which was chartered 
August 22, 1944) 


MONTANA 
Miles City 
Miles City Bank 
(Capital $100,000, Surplus and Profits 
$10,000. H. W. Clarkson, President, C. R. 


— Cashier. To open in Septem- 
er 


NEBRASKA 
Benedict 
*Benedict State Bank 76-1356 
(Voluntary liquidation August 16, 
1944. All accounts transferred to York 
State Bank, York) 


Clay Center 


The Commercial State Bank... 
(Capital $25,000, ont lus and Profits 
$6,500. August rebs, President, 
H. E. Swedurg, Satie. Opened Aug- 
ust 9, 1944) 


Grand Island 

*First National Bank, Grand Island 
Army Air Field Banking Facility Of- 
fice 
(W. E. Seibert, Manager. Opened Sep- 
tember 1, 1944) 


- 76-1358 


Sterling 


Bank of Sterling 76-1357 
(Capital $25,000, Surplus and Profits 
$7,500. J. V. Johnson, President, Mar- 


tin ones, Cashier. Opened September 
1, 1944) 


NEW JERSEY 
Seaside Heights 


*First National Bank (Branch of First 
National Bank, Toms River, N. J.).... 
(Succeeded Ocean County Trust Co., 
Seaside Heights Branch of Ocean 
County Trust Co., Toms River, N. J. 
when head office consolidated with 
First National Bank, Toms River, Sep- 
tember 30, 1944) 


Seaside Heights 


*Ocean County Trust Co., Branch of 
li — Trust Co., Toms River, 


(Reuben H. Reeve. Manager. Opened 
June 26, 1944. On September 30, 1944 
this branch bank became a branch of 
the First National Bank, Toms River 
when head office consolidated the First 
National Bank) 


Toms River 


*Ocean aunty Trust Company. .55-354 
(Consolidate with First National 
Bank, September 30, 1944) 


NEW YORK 
Oswego 
*First & Second National Bank & Trust 
Co. 50-209 
(Changed title to Oswego County Na- 
tional Bank August 31, 1944) 


Oswego 


*Oswego County National Bank. .50-209 
(Change in title of First & Second Na- 
a & Trust Company, August 
31, 


Phoenix 


*Oswego Count 
of Oswego 
Oswego, N. Y 


National Bank (Branch 
ype National Bank, 
50-824 


(Succeeded Phoenix Bank, Phoenix 
which was taken over by Neste 
County National Bank, Oswego, N 
August 31, 1944) 


Phoenix 


*Phoenix Bank 

(Taken over by Oswego County Na- 
tional Bank, August 31, 1944 and 
operated as a branch) 


NORTH DAKOTA 
Lehr 


McIntosh County 


Receivin 


Bank, Paying and 
Bank, As sh Co 


yy of Mcinto aay 


le ée 
(Eddie H. ius, by Manager pe "Gur, 
ene Manager. Opened 


August 30, 


Mercer 


Farmers Security Bank, Paying and 
Receiving Station of Farmers Secu- 
rity Bank, Washburn. (Succeeded Mer- 
cer State Bank whose deposit HMability 
was assumed by Farmers Security 
Bank, Washburn, August 19, 1944) 


Mercer 


Mercer State Bank 77-445 
(Voluntary liquidation. Deposit liabil- 
ities assumed by Farmers Security 
Bank, Washburn, August 19, 1944) 


OHIO 
Toledo 


The State Bank hoes Toledo, 331 Erie 
St. . 56-25 


(Capitai $200,000, * Surplus and Profits 
125,000. Claire ‘H. Speck, President, 
m. L. lexander, Vice President 


7 . ener Opened September 1, 


OREGUN 
Camp Adair 
*United States National Bank of Port- 
land (Banking Facility Office of 
United States National Bank of Port- 
land, Portland, Oregon) 
(Discontinued July 31, 1944) 


Camp White 

*The First National Bank of Portland, 
Camp White Banking Facility Office 
of The First woe Bank of Port- 
land, Portland, Oreg 
(Discontinued “august 5, 1944) 


Ontario 

*The State Bank of Malheur Coane 
(Capital $50,000. Surplus $12,000. D. E. 
Masterson, President. G. G. Miller, 
Cashier. Opened September 15, 1944) 


PENNSYLVANIA 
Ambler 
First Italian Bank (Private) 
(Liquidated several months ago. Re- 
ported August 19, 1944) 


TENNESSEE 
Collierville 
*Peoples Bank - 
(Sold to Barretville Bank & Trust Co., 
Barretville at close of business Sep- 


tember 23, 1944 and is now operated 
as a branch) 


Collierville 


*Peoples Bank, Branch of Barretville 
Bank & Trust Co., Barretville, Ten- 
nessee 

(Succeeded Peoples Bank (Independ- 
ent Bank) which was sold to Barret- 
ville Bank & Trust Co., Barretville, 
September 23, 1944) 


TEXAS 
Fort Worth 


The Morris Plan Bank of Fort Vee 
(Changed tis title to Trinity State Bank, 
eptember 1, 1944) 

Fort Worth 


Trinity State Bank. cvccce cemeeen 
ropical ae 000, Surplus and Profits 
51, Evans, President, R. L. 

ag “Cashier. Change in title of The 
Morris Pian Bank of Fort Worth, Sep- 
tember 1, 1944) 


Longview 


The First National Bank, Harmon 
General Hospital, Banking Facility 
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Dr se beced bes se ba sabe yee eed e sae 
Carey E. Webb, Assistant Cashier. 
pened June 22, 1944) 


San Antonio 
Mission City Bank... ...scccscers 30-71 
(Change in title of San Antonio Morris 
Plan Bank effective October 1, 1944) 


San Antonio 
*San Antonio Morris Plan Bank. .30-71 
(Changed title to Mission City Bank, 
October 1, 1944) 


San Juan 

*Valley State Bank............ 88-2197 
(Capital $25,000. Surplus $5,000. J. L. 
Stone, President. E. M. Stone, Cashier. 
Opened September 25, 1944) 


VERMONT 
Poultney 


Proctor Trust Co., Poultney Branch 


of Proctor Trust Co., Proctor. .58-135 
(Opened August 24, 1944) 
WISCONSIN 
Madison 
*Madison Bank & Trust Co.....79-1079 


(Change in title of Madison Trust Co., 


effective October 1, 1944) 
Madison , 
*Madison Trust Co.............. 79-1079 
(Changed title to Madison Bank & 
Trust Company, October 1, 1944) 
Pickett 
Pickett State Bank .......... 79-1065 


Consolidated with Rosendale State 
ank, Rosendale, at close of business 
August 19, 1944 and operated as a 
Paying and Receiving Station) 


Pickett 
Rosendale State Bank, Paying and Re- 
ceiving Station of Rosendale State 
BORK, ROSSMGRIS 2occcccvccccccccecces 
(Opened August 21, 1944. Succeeded 
Pickett State Bank which consolidated 
with Rosendale State Bank) 


PUERTO RICO 
San Juan 
*Banco de Ponce (Branch of Banco de 
Ponce, Ponce, P. R. 
(Fernando Zegri, Manager) 


New Banks Reported In 
Process of Organization 


t Indicates Press Report 


ARIZONA 
Litchfield 
*Valley National Bank, Office of Valley 
National Bank, Phoenix, Ariz. 
(To open about December 1, 1944) 


Somerton 


First National Bank of Arizona, Som- 
erton Branch of Phoenix. 


ARKANSAS 
Newark 
The Bank of Newark. 
Geeye $25,000, E. C. Edwards and 
J. Freeze, correspondents. Will 
ated when First National Bank moves 
to Batesville) 


Stuttgart 

*The Farmers & Merchants Bank. 
(Capital and Surplus $105,000. 
open about October 15, 1944) 


will 


CALIFORNIA 
Alhambra 


First Trust & Savings Bank, Branch 
of Pasadena. 
(Application filed August 30, 1944) 


East Salinas 


t Monterey Count 


Trust & Savings 
Bank, Branch o 


Salinas. 


FLORIDA 
Coral Gables 
*The Florida National Bank of Coral 
Gables. 
(Edward Ball, correspondent) 
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GEORGIA 
Chatham Field 
t*Liberty National Bank & Trust Co. 
(Banking Facility Office of Liberty 
National Bank & Trust Co., Savannah, 
Ga.) 
(Opened September 26, 1944) 


ILLINOIS 
Erie 


Erie State Bank. 


Mason City 
Mason City National Bank. 


IOWA 
Manchester 
*First State Bank. 
(Capital $50,000. Surplus and Profits 
$15,000 A. W. Stearns, Correspondent) 


MICHIGAN 
Grand Blanc 
*First State & Savings Bank (Branch 
of First State & Savings Bank, Holly, 
Michigan) 


MINNESOTA 
Middle River 
t Middle River State Bank. 
(Capital $25,000, Surplus and Profits 
$7,500. Oscar Schenkey, correspondent) 


MISSOURI 

Anderson 

*Anderson State Bank. 
(Capital $25,009. Surplus and Profits 
$7,500. A. T. Pogue and J. M. Roark of 
Anderson, W. D. Sabert, Sarcoxie, and 
Arnold Farber and L. W. Higdon, 
Neosho, directors) 


Bernie 


*State Bank of Bernie. 
(Capital $25,000, Vernon Jordan, Cor- 
respondent) 


OREGON 
Freewater 
*Bank of Commerce. 
(Frederick Stevens, Frederick Baily 
Stevens, A. T. Sektnan, Wayne Brinker 
and J. S. Johns organizers) 


Freewater 


*Security Savings & Loan Bank. 
(Capital $25,000. Otto Giles, Wm. 
Reath, Mrs. Genil Gilmore and Charles 
E. Shrawder, organizers) 


Tillamook 


t Commercial Bank of Tillamook. 
(Capital $100,000. George P. Winslow, 
correspondent) 


SOUTH DAKOTA 

Gary 

*Gary State Bank. 

(Capital $25,000. Stockholders E. LL 
Lohr, Gladys Lohr, Fred Hunt, Maurice 
Peden and O. A. "Almos, Gary, Anton 
Walden, Canby, and S. R. Law, Clear 
Lake) 


TEXAS 


Harlandale (San Antonia P. O.) 


*Harlandale State Bank. 
(Capital $50,000. Surplus $10,000) 


Levelland 
*Levelland State Bank. 


Lometa 


*The Citizens State Bank of Lometa. 
(O. L. Davis, President. P. J. Windsor, 
Cashier) 


Texas City 
t First State Bank of Texas City. 


(Capital $65,000. Claude R. Truett, 
President) 

VIRGINIA 
Norfolk 


*Southern Bank of Norfolk. 

(Has been granted permission to es- 
tablish a branch on Colley Ave. be- 
tween Maury and Baldwin Place) 


WASHINGTON 
Forks 


Forks State Bank 

{Capttas $25,000. Benj. Phillips and 
Fountain, Port pres corre- 

EE, Articles of Incorporation 

filed August 22, 1944) 


Seattle 
The National Bank of Commerce will 
open a branch in the Ballard District 
of the City of Seattle. 





CORRECTION 


San Jose, California. Tri-County State 
Bank should have been reported in Bank- 
ers Monthly of August 1944 under San 
rome. Illinois, instead of San Jose, Cali- 
ornia. 
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